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The National Underwrite 


LIFE INSURANCE EDITION 


FRIDAY, SEPTEMBER 30, 1927 


You're coming, of 
course 

We're speaking of 
the 1927 Convention 
of the National Asso- 
ciation of Life Under- 
writers, to be held at 
Memphis, October 
12th, 13th and 14th. 

Down here in Mem- 
phis we're all expect- 
ing you to be here for 
those few days of en- 
joyment and inspira- 
tion. 

There’s a Municipal 
Auditorium complete 
in its equipment. 


There’s a group of 


splendid hotels and 


theatres, all conven- 
iently located near the 
Auditorium. Whatever 
you desire for your 


comfort and pleasure. 
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COLUMBIAN 
MUTUAL TOWER 


MEMPHIS, TENN 


Look for this building when you get to Memphis. 
We want you to come in and get acquainted with 
the Columbian Mutual Life while you are here 
Don't fail to see our city and its surrounding country 
from the top of the Columbian Mutual Tower 





Just let us remind 
you-—-Aside from the 
regular business pro- 
grams of the Memphis 
Convention, there are 
diversions you don’t 
want to miss. Here 
along the Mississippi 
you'll see scenes re- 
minding you of Mark 
Twain ...Or Edna Fer- 
ber’s ‘Cottonblos- 
som’’ of ‘‘Showboat”’ 
fame...Cotton plan- 
tations, too, in their 
autumn glory... 

Maybe an old-time 
Southern barbecue... 
And for the golfer, 
there are four private 
and three municipal 
courses— one the scene 
of the Southern Open 
Championship this 


year. 


COLUMBIAN MUTUAL LIFE 
INSURANCE COMPANY 


Lloyd T. Binford, President 


MEMPHIS, TENNESSEE 
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Central Life Insurance Company 
Of Illinois 


Liberal General Agency Contracts offered 


To High Class Salesmen and Organizers 
Who are prepared to capitalize 
its Practical Sales Service, including: 
Profit Sharing Banker’s Plan Circularizing Campaign 
Practical Sales Course 
which attracts and equips new representatives. 
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Participating and Non-Participating Policies, 
Child’s Policies from date of birth, Mortgage Coverage, 
Non-Medical, Preferred Risk Policies. 





Dividend factors, mortality 1924-26, 34%. Ratio, assets to liabilities, 1.11%, interest earned on mean 
invested funds, 6.03%. 








Operating in twenty-two states with excellent General Agency openings in 
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COLORADO MICHIGAN PENNSYLVANIA — 

FLORIDA MISSOURI UTAH —— 

INDIANA OHIO WYOMING = 
W. H. HINEBAUGH, President S. B. BRADFORD, Secretary 






Ww. R. WILSON, Vice-Pres. & Agency Dir. 
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CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 
CHICAGO 




















HITS THREE-QUARTER SZ. 
BILLION MARK 

















BROAD UNDERWRITING KY 
SUB-STANDARD BUSINESS 
COMPLETE PROTECTION AW 

LIBERAL COMMISSIONS 

HOME OFFICE CO-OPERATION | 





The Bankers Life Company total of 
legal reserve life insurance in force 
on June 30, 1927, was $766,000,000. 












This is a gain of $50,000,000 for the 
first six months of the year. 

















The total as of June 30, 1927, is 
nearly four times as great as the 








total at the end of 1918. 
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BANKERS LIFE COMPANY a 


GERARD S. NOLLEN, President 
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Announcing Our Entry Into 


WISCONSIN 


And the Consequent Opportunity Offered 


AGENTS 


Capable men desiring to build their own general agencies have an unusual opportunity to obtain ex- 
clusive territory of their own choice in this great state with The Farmers National Life which has just 


entered the state. 


This progressive young company has an agency contract in the line of policies that enable you to create 
a real business for yourself in this state. The company accepts all classes of life risks ages one day to 


65 years. It writes double indemnity and total disability. 
men. Low cost is a feature of this insurance. 


Women are accepted on the same basis as 


Do not delay in writing A. O. Hughes, vice-president in charge of agencies for complete details regarding 


the territory you desire to secure. 


Farmers National Life Insurance Company 
OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 






































Are You Still aSub Agent? 


Ambitious and Successful Men and 
Women prefer to Build, Own and Man- 
age a business for themselves. 


Quam -- 


WHY NOT BECOME A GENERAL 
AGENT? 


Our plan provides an agreement for 
building, ownership and management of 
successful General Agencies in the states 
of ARKANSAS, LOUISIANA, TEXAS 
and OKLAHOMA. 


Ga 


Your communication will be treated 
with confidence. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 


IRA F. ARCHER 
Superintendent of Agencies 


























A New Plan to Solve 
An Old Problem 


How to gain the confidence of new prospects is an 
old problem. 

The Ohio National Life Juvenile Policy helps to 
solve this important problem. 

The policy is issued at birth and up to age 11 in 
amounts from $1,000 to $10,000, with premium 
waiver in event of total disability or death of the 
father. 

Every father is interested in his boy or girl. The 
juvenile policy is something for his boy or girl. 
He is interested. You get his confidence and he 
places all his life insurance with you. 

The Juvenile Policy is only one of the many services 
that makes it “Pay to Tie Up with the Ohio 
National.” 

General Agent wanted at Dayton, Ohio.—Other 
valuable territory open. 


THE OHIO NATIONAL LIFE 


INSURANCE COMPANY 
CINCINNATI, OHIO 


T. W. Appleby E. E. Kirkpatrick 
President Sup’t. of Agents 
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‘Sell the twentieth century way -Picturize-Dramatize 
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"§IT' Gives Him ~ 
THE RIGHT PERSPECTIVE... 








‘Right Track? 


Are Your Clients thinking of their 
Insurance in terms of monthly Income? 


Of course you’re on the right track! Every life insurance man today is urging 
his prospects to measure their insurance in terms of MONTHLY INCOME. 
y 


Yet how many prospects are still thinking in the old way? Still allowing lump 
sums of five, ten, twenty or thirty thousandto awe them? 
eyes to the pitiful monthly income their insurance would provide? 


vast majority! 


The Shields Insurance INCOMETER quickly solves 
“IT” will do what you have been 
plugging away at for years—“IT” will picturize and 
dramatize MONTHLY INCOME and your pros- 
pect by “turning the dial” will convince himself of 
the inadequacy of his present Life Insurance. He 
again and unconsciously dis- 
close his life insurance history, his present insur- 


this problem. 


will “turn the dial” 


What “JT” will 
do for You 


1 Gets Prospect thinking 
in terms of MONTH- 
LY INCOME. 

2 Picturizes IN AD E- 
QUACY of small pol- 
cy. 

3 Without ashing secures 
prospect's Life Insur- 
ance History 
Makes your Life In- 
surance SIMPLE and 
YNDERSTAN D- 
ABLE. 


Obtains imformation 
on the KIND of m- 
surance wanted, 


Secures a perfect IN- 
TRODUCTION for 
you 

Provides a LEGITI- 


MATE EXCUSE to 
visit old policyholders. 


i a 


Gives your prospect 
SOMETHING TO 
PLAY WITH! 


¢ 





¢ 


Still closing their 
By far the 


USE THE INCOMETER 


insurance he is interested in. 
premiums or clauses at the criti- 
cal time. His attention until he 
is sold will be upon one thing 
alone— MONTHLY INCOME. 
Either for those dearest to him or 
for himself in his declining years. 


AN AMAZING AID TO SELLING 


Sounds like a big job for one little instrument, doesn’t it? 
Yet we have mentioned only a few of the things that the 
Shields Insurance INCOMETER will accomplish when 
placed in the hands of your prospect. 


“IT” has its principle based upon the solid rock of psychol- 
ogy, but what is most important to you is that “IT” does 
work. “IT” has hundreds of enthusiastic users vouching 
for it. Read what they say—then clip the coupon. Put it 
in the mail and soon you will be one of the enthusiastic 
users of this instrument. Don’t delay! The Insurance 
INCOMETER has been pronounced the “greatest aid to 
Life Insurance selling ever produced.” If you are inter- 
ested in econ Insurance you cannot afford to be without 


CIE 


Mail the coupon NOW! 
LANDQUIST & LEESTON-SMITH, Inc. 


1 Madison Avenue New York City 
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ance holdings. He will further reveal the kind of 
He will not think of 















4 Metr itan Tower, 
; Gentlemen: 
i I am _ interested in 
i COMETER. 

tion. 
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You Too, Will Be Just 
as Enthusiastic 


Gets Big Men, 
F. H. McChesney, Gen- 
eral Agent, Berkshire 
Life Insurance Co., Roch- 
ester, N. Y., June 15, 


As you know, I have had 
one of the Shields INCOM 
ETERS for several months. I 
find it to be one of the best 
‘attention getters’ that I have 
used in my twenty years’ ex- 
perience in the Life Insurance 
business. 

“It has been surprising to 
me to note how the really big 
men will permit their eyes 
to wander to the INCOMETER 
most immediately upon enter- 
ing their offices. Permitting 
a prospect to play with it 
invariably causes him to com- 
ment upon the story which 
it tells, thus revealing the 
best method of attack to 
break down his resistance.”* 

React Instantly 
Charles L. Hartman, Dis- 
trict Manager, The 
Equitable Life Assurance 
goolety. Niagara Falls, N. 

June 18, 1927: 

“The INCOMETER is daily 
proving a big help to me, 
and I find in many cases that 
my prospects react almost in- 
stantly to the message it 
gives them You can count 
m me as a consistent booster.” 
Reason for $25,000.00 sale 
Raymond L. Korndorfer, 
General Agent, New Eng- 
land Mutual Life Insur- 
ance Co., Bronx, N. Y. 
City, June 1, 1927: 

“It ‘may interest you to 
know that I believe it an ex- 
cellent means for a = 
attention of a 
that in line with this thought, 
on last Saturday morning it 
was a contributing reason for 
my writing an application for 

5 00." 


25, 


A Contributing factor 
Lawrence V. V. Moss, 
Lockport, N. Y., insur- 
ance underwriter, June 14, 
1927: 

“I am only too pleased to 
testify to the sales worth of 
the ‘Shields Insurance IN- 
COMETER.’ During the 
short period I have been 
using this instrument, it has 
been a large contributing fac- 
tor in bringing my people to 
a point of realization as to 
just what their present insur- 
ance meant to them. A good 
percentage of these interviews 
resulting in very satisfactory 
sales 
In six weeks $160,000.00 
program insurance sold 
Mr. David Bloch, Repre- 
sentative, The Equitable 
Life Assurance Society, 
New York, May 20, 1927: 

“I have just felt that I 
wanted to drop you a line re- 
garding the actual results on 
this INCOMETER. Since I 
have obtained this instrument 
on April 10th and up to date 
May 20th, my actual sales on 
Program insurance {s $160,000 
I have sold 8 prospects that I 
have been calling on for 1 
year and who have shown no 
interest whatsoever up until 
the present time. 

“I am more than satisfied 
with the results obtained and 
I feel perfectly confident my 
insurance production will be 
increased at least 50% this 
year with the help of the IN- 
COMETER. I wanted you to 
know these facts and I feel 
that the INCOMETER is an 
absolute necessity for every 
insurance agent."’ 


LANDQUIST & LEESTON-SMITH, INC., 
No. 1 Madison Ave., New York, N. Y. 


the Shields Insurance IN- 
Please let me have further informa- 
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PROGRAM OF AMERICAN 
LIFE CONVENTION OUT 


Notable Speakers Listed fur An- 
nual Meeting in Dallas, 
October 26-28 


ENTERTAINMENT FEATURE 


Henry Abels of Franklin Life Will, as 
Usual, Be in Charge of Conven- 
tion Golf Tournament 


Herbert M. Woollen, president of the 
American Life Convention, an- 
nounced the complete tentative program 
for the 22d annual meeting of the con- 
in Dallas, Oct. The 
convention preceded by 
the 


has 


vention, Tex., 26-28. 


main will be 


the annual gathering of legal sec- 

tion in Dallas, Oct. 24-25. 
The Baker Hotel will be 

for the meeting 


ments have been perfected with the man- 


the head- 


quarters and arrange- 


agement to care for the largest attend- 
ance in the history of the American Life 
Convention. In anticipation of a record 
attendance the special program commit- 
tee of the convention has endeavored to 
arrange a program that will make the 
meeting of the utmost value to those in 
attendance. 


Notable Program Arranged 


The special program committee was 
composed of President Woollen, chair- 
man; T. W. Blackburn, associate coun- 
sel of the American Life Convention; 
Harry L. Seay, president of the South- 
land Life, Dallas, and Claris Adams, 
secretary and general counsel of the 


American Life Convention. , 

Mr. Seay is also head of the local ar- 
rangements committee and has received 
the whole-hearted support of the officials 
of other Dallas life insurance companies 
in perfecting plans for the entertain- 
ment of those attending the meetings, in- 
cluding the ladies. This local program 
will include theatre parties, bridge and 
other card games, automobile tours of 
the city and visit to golf and country 
clubs, etc. 

Among the many notable insurance 
men who will attend the Dallas meet- 
ing will be a fraternal delegation from 
the Association of Life Insurance Presi- 
dents. This delegation will be com- 
posed of James V. Barry, fourth vice- 
president, Metropolitan Life, chairman: 
Hugh D. Hart, vice-president, Penn Mu- 
tual Life; Edmund Strudwick, vice-presi- 
dent, Atlantic Life, and H. E. Aldrich, 
vice-president and superintendent of 
igents, Equitable Life of Iowa, 


Golf Tournament Featured 


In addition to the local entertainment, 
there will be the annual golf tournament 


of the American Life Convention Golf 
Club. Golf has been a distinct feature 
of the American Life Convention gath- 
erings since 1914. Henry Abels, vice- 


president of the Franklin Life, who has 
been in charge of the golf games of the 





LEGAL SECTION PROGRAM 
HAS BEEN ANNOUNCED 


SCHEDULE EXCELLENT PAPERS 


Attorneys Will Contribute to the 


Meeting to Be Held in 
Dallas, Tex. 


The program for the Legal Section of 
the American Life Convention to be 
held in Dalias, Oct. 24-25, is announced 
by A. D. Christian of the Atlantic Life 
of Richmond, who is chairman. Frank 
W. McAllister of the Kansas City Life 
is secretary. The program is: 


“Doctrine of Anticipatory Breach As 


Applied to Insurance Contracts,” Sam B 
Sebree, of Counsel, Midland Life, Kansas 
City, Mo. 


Discussion, Walter H. Eckert, General 
Counsel, Federal Life, Chicago 
“The Uniform Insurance Law As 
Recommended by the American Bar As- 
sociation,” Charles Grilk, General Coun- 
sel, Register Life, Davenport, la 
Discussion, Thomas J. Tyne, J1 As- 


sistant Counsel, National Life & Acci- 
dent, Nashville, Tenn 
“Defending Under the Sound Health 


Clause in Seven States,” Joseph O'Meara, 
Jr., Assistant Counsel, Western & South- 
ern Life 

Discussion, Paul E. Price, Counsel, Old 
Colony Life, Chicago. 

“Proceedings of the American Law In- 
stitute as They Relate to the Law of 
Insurance,” William Marshall Bullitt, 
Louisville, Ky. 

Discussion, Charles B. Welliver, Gen- 
eral Counsel, American Central Life, In- 


dianapoli8. 

“When Is a Court Justified in Directing 
a Verdict for the Defendant Insurance 
Company in a Suicide Case?" Francis J 


Wright, Assistant Counsel, Midland Mu- 
tual Life, Columbus, O 

Discussion, Eugene J. MeGivney, Gen- 
eral Counsel, Pan-American Life, New 
Orleans 

“Review of Current Life Insurance De- 


cisions,” Claris Adams, Secretary and 


General Counsel, American Life Conven, 
tion 
convention since 1914, has announced 


that this year’s tournament will be over 
the Brook Hollow Country Club course, 
considered one of the finest in the South. 
Wednesday, Oct. 26 
Addresses of Welcome, Dan L. Moody, 
Governor of Texas; R. B. Cousins, Jr., In- 
surance Commissioner 


Annual Address of President, H. M 
Woollen, President American Central 
Life, Indianapolis 


of Junior Asso- 
Assistant Su- 
World Life, 


Address of President 
ciation, John W. Cadigan,. 
perintendent of Agents, New 
Spokane 


Annual Report of Secretary and Gen- 

eral Counsel, Claris Adams 
Afternoon 

“Can the Cost of Life Insurance be 
Reduced?” William Montgomery, Presi 
dent Acacia Mutual Life, Washington, 
a <. 

“Cooperation: A Creed and a Chal- 


Managing Direc- 
Asso- 


lenge,” Roger B. Hull, 
tor and General Counsel National 
ciation of Life Underwriters 

“Interesting Incidents,” Dr H E 
Sharrer, President Northern States Life, 
Hammond, Ind. 


Evening, Annual Dinner. 


Thursday, 10 a. m. 

“Expense and Investment in Agency 
Organization,” Walter E. Webb, Vice- 
President National Life, U. S. A., Chicago 

“Life Insurance and the Banker,” John 





JULIAN RETIRES FROM 
OFFICE IN ALABAMA 


PROFOUND REGRET IS NOTED 


George H. Thigpen Is to Be the Head 
of the Insurance Department in 
This State 


CINCINNATI, Sept. 28.—Insurance 
Superintendent Frank N. Julian of Ala- 
bama is attending his last official meet 
ing of the Insurance Commissioners 
Convention this week, as he is retiring 
from office Oct. 1. He is accompanied 
by George T. Thigpen, who undoubtedly 


will be appointed his successor, al 
though the official report has not gone 
out from the governor's office Mr. 


Thigpen has been superintendent of the 

Masonic Home for the last eight years 

and prior to that was a school teacher 
Served for Nine Vears 


Alabama as in- 
for nine years 
years and then 


Mr. Julian has served 
surance commissioner 
His first period was five 
later was brought back to the office and 
is closing four years service. He 1s 
chairman of the executive committee of 
the National Convention of Insurance 


Commissioners and during his incum- 
bency in office has been prominent in 
that body. Mr. Julian ranks high among 


the insurance commissioners of the 
country and has a wide acquaintance 
among insurance company officials and 
other people in the business He is 
regarded as one of the most helpful 
men to his state owing to his knowl- 
edge of the ins and outs of insurance 
General regret is expressed on all sides 
that political contingencies forced Mr 
Julian to retire 

\ banquet in honor of Mr. Julian will 
be given at Birmingham, Ala., Oct. 14 
It will be held under the auspices of the 
Alabama Association of Insurance 
Agents. Charles L. Gandy of that city 
is acting as chairman of the committee 
on arrangements 


Vice-President First Trust & 


Chicago 


CC, Mechem, 
Savings Bank, 


“Retaliatory Legislation,” P. M. Estes, 
General Counsel Life & Casualty, Nash- 
ville, Tenn 

Afternoon 

“Canada and Her Diamond Jubilee,” T 
G. McConkey. General Manager Canada 
Life, Toronto 

“Advertising as Applicable to the Le- 
gal Reserve Life Insurance Business,” 
John Lee Mahin, Vice-President Barron 
G. Collier, Inc., New York 

“The ‘Why’ of Life Insurance from the 


Viewpoint of a Former State Executive 


ke Lee Trinkle, Active Vice-President 
Shenandoah Life, Roanoke, Va 
Evening, Executive Session 
Friday, 0:30 a. m. 

“Office Management of Life Insurance 

Companies,” William Henry Leffingwell, 


President Leffingwell-Ream Company, 
New York 

Business Session 

Election of Officers 

Adjournment 


B. E., M. S. Wrigley Appointed 
The Wrigley Insurance Agency, 
headed by B. E. and M. S. Wrigley, has 
been appointed general agents for the 
International Life of St 


Ill. 





Louis, at Peoria, not 


COMMISSIONERS HOLD 


SESSION IN CINCINNATI 


Unethical Practices of Some Mu- 
tuals Condemned by W. C. 
Safford 


DISCUSS HEAVY TAXATION 


Big Attendance of Insurance Notables 
From All Ranks 
the Convention 


Present for 


CINCINNATI, Sept. 28.—At the an- 
nual meeting of the National Conven- 
tion of Insurance Commissioners held 
here this week, W. C. Safford, Ohio 


insurance superintendents, in his address 
condemned in relentless terms officers of 


mutual companies that take advantage 
of policy holders to enrich themselves 
He said that fortunately these cases 
are rare. In Ohio they are confined 


chiefly to mutual automobile, casualty 
companies, probably a 
He finds this condition 


some companies in other 


and a few fire 
dozen in all 
existing in 
States. 
Questions Ownership 


He asked whether a mutual company 
really belongs to the policvholders and 
whether they are entitled to its bene- 
fits or are these benefits to be seized by 
the officers and their chosen associates 
who dominate the directors. He im 
quired whether the regulatory machin 
ery of the states supposed to function 
for the protection of policyholders who 
through ignorance in some cases and in 
difference in others blindly sign away 
their voice in the company management, 
is to be used to protect greedy officials 
who take advantage of policyholders 

Mr. Safford said that investigations 
disclosed various methods to obtain the 
desired end, namely, the operation of 
the institution controlled by the off- 
cers for their own personal gain. The 
policyholders’ interests are considered 
only to the extent of the personal ad- 
vantage that a few officers and direc- 
tors derive 

Cites Undesirable Practice 


He cited a practice in vogue in the 
fire and casualty field where there is an 
interchange of officers and directors of 
various companies. The officers of a 
large company promote the formation of 
several small companies, to which 
they have themselves elected to official 
position and draw substantial salaries 
These officers control the agency plant 
through _ the incorporation of loca! 
agencies in several centers, they deriv 
ing an income from the business in this 
way. Funds of companies are in a hum- 
ber of instances deposited in a financial 
institution which the officers and direc- 
tors own either in whole or in part. 
Investments are made in and through 
corporations from which these same in- 
dividuals will also derive a profit. 

Mr. Safford made it plain that he was 
attacking mutual insurance. He 
(CONTINUED ON PAGE 24) 
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DEFERRED PAYMENT COVER 
ON REALTY DEALS BARRED 


RULING IS ISSUED BY BEHA 
Holds Development Companies Issuing 
Such Contracts Are Transacting 
Insurance Business 





NEW YORK, Sept. 29.—Many real 
estate development companies here are 
affected by a ruling handed down this 
week by Superintendent Beha, who has 
ordered all such companies to desist in 
the future from issuing contracts which 
provide for the waiver of deferred pay- 
ments in the event of the death or dis- 
ability of a purchaser of their property. 
The action is based on the grounds that 
in so doing the de velopment companies 
are transacting an insurance business 
which they cannot legally do without 
complying with the provisions of the in- 
surance law. 

Superintendent’s Ruling 


attention,” Mr. 
real estate de- 
velopment companies issue contracts 
with a clause to the effect that in the 
event of a purchaser's death on or be- 
fore deferred payments are completed, 
the said real estate development com- 
panies will deliver to the survivor or 
the estate a clear title without further 
payments It has also come to my at- 
tention that said developments compa- 
nies issue contracts wherein they agree 
that in the event of the sickness or dis- 
ability of the purchaser payments on 
account of the purchase price are waived 
for the period of disability and the in- 
stalments considered as paid for that 
period. Such a plan obviously contem- 
plates the payment of money or its 
equivalent upon the death or disability 
ot the purchaser. 

“Such a contract constitutes the trans- 
action of life and disability insurance 
business and can not legally be done 
without complying with the provisions 
of the insurance law. Real estate de- 
velopment companies are therefore di- 
rected to discontinue the issuance of 
such contracts. Continued violations 
brought to the attention of the depart- 
ment will demand necessary corrective 
action.” 

This ruling does not apply to those 
development companies which have had 
themselves appointed as agents of reg- 
ular insurance companies in order to 
write approved death and disability cov- 
ers on their clients. It refers only to 
those companies, unhappily in a large 
majority, which have been issuing such 


come to my 
“that many 


“It has 
Beha said, 











ACTUARIAL SOCIETY 


SCHEDULES MEETING 
DATE CHOSEN OCTOBER 20-21 


Massachusetts Mutual Life Will Enter- 
tain Delegates at Home Office 
City, Springfield 


NEW YORK, Sept. 29.—The next 
regular semi-annually meeting of the 
Actuarial Society of America will be held 
Oct. 20-21 at Springfield, Mass., where 
members will be guests of the Massachu- 
setts Mutual Life, according to an an- 
nouncement by Secretary John _ S. 
Thompson, mathematician of the Mu- 
tual Benefit Life. Headquarters will 
be made -at Hotel Kimball, and all 
meetings will be held in the auditorium 
of the new home office building of the 
Massachusetts Mutual, beginning at 
10 a. m., Oct. 20. 

As usual there will be full discussion 
of the papers presented at the last meet- 
ing, a reading of new papers and an 
informal discussion of topics of cur- 
rent interest. 

On the opening day the members will 
be entertained at luncheon by the offi- 
cers of the Massachusetts Mutual in the 
dining room of the head office, at which 
time ladies accompanying members will 
have luncheon at Hotel Kimball before 
their departure on a 50-mile drive 
through the Berkshires. The informal 
dinner is scheduled for Thursday eve- 
ning at Hotel Kimball. On Friday 
members and their ladies will have 
luncheon together at the Longmeadow 
Country Club, after which there will be 
opportunities for golf, tennis, bridge or 
sightseeing by automobile. Members 
who wish to spend a few days in 
Springfield either before or after the 
meeting, and advise the secretary ac- 
cordingly, will have golf privileges ar- 
ranged for them. 








contracts at their own risk, very few 
having set up any reserve or made other 
adequate financial provision to meet 
their liabilities in event of an instalment 
purchaser's death or disability. 

As the purchaser pays for the risk 
of the company by paying increased in- 
stalments, he is virtually paying a pre- 
mium for protection which is far from 
certain under any or all conditions. 
While it is not so stated by the de- 
partment, the principle of this ruling 
is expected to apply to all concerns 
which carry the risk themselves in in- 
corporating death and disability waiver 
of payment clauses in contracts with 
instalment buyers. 








RETIRING PRESIDENT 
FAVORS UNIFORMITY 


SCORES EXCESSIVE TAXATION 
Commissioner A. S. Caldwell Makes 
Suggestions for Relieving Expenses 


Imposed on Companies 


Retiring President A. S. Caldwell of 


| 


the National Convention of Insurance | 


Commissioners, who is commissioner of 
Tennessee, in his address to the con- 
vention at Cincinnati this week covered 
the subject of uniform legislation and 
made the following suggestion for es- 
tablishing uniformity: 

“As a rule I am opposed to more 
laws. I think we have too many laws 
and too many commissions to enforce 
them. But 1 would like to see more 
uniform laws affecting all states alike, 
particularly the fundamental laws, and 
would, if the convention thinks advisable 
to do so, recommend that a committee 
from this convention be appointed to 
confer with a similar committee from 
the American Bar Association with a 
view to’ ascertaining if such uniformity 
could be brought about and then, if so, 
to draft such a law and submit same 
to a subsequent meeting of this con- 
vention for consideration. In many 
states the present laws are obsolete and 
are not applicable to conditions at the 
present time, and I believe we can ren- 
der valuable service along this line. 


Believes Taxes Excessive 


“IT am one of those commissioners 
who believe that insurance companies 
are excessively taxed—in fact, more so 
as a rule than any other class of busi- 
ness that affects the public as a whole, 
because in the end the policyholder pays 
the tax and it becomes more of a bur- 
den to him. If you will review the re- 
ports of the various states you will find 
in practically all of them that this tax 
is far in excess of what it was originally 
intended for. But now the average 
legislator thinks the companies should 
be taxed to pay the expense of the en- 
tire government. In my state alone 
this tax has increased in volume since 
I became commissioner in 1923 from ap- 
proximately $800,000 to more than $1,- 
500,000, while the administration 
amounts to less than $40,000 per annum, 
or, in other words, for every $100 we 
collected from insurance companies and 
agents in 1926, we paid .$97.83 to the 
state treasury for general expense. 

“I daresay like conditions exist in 
practically all states and, further, I am 
of the opinion that no other class of 


business is taxed in like manner. You 
recently had an experience in this state 
(Ohio) where the premium tax was in- 
creased to 3 percent. I am informed 
that the statement was made at the time 
of its passage that it would not affect 
home (Ohio) companies. Whether true 
or not, it will affect them, and very 
materially, for under what is known as 
retaliatory laws the Ohio companies 
will be compelled to pay this increased 
tax in practically all states in which 
they are operating, which cannot help 
but affect the companies’ net earnings 
to that extent. I think some action 
should be taken to bring this forcibly— 
through the commissioners, insurance 
press, or otherwise—to the attention of 
policyholders in the different states so 
that incoming legislatures may not pass 


| similar legislation. 


Reiterates Conn'’s Recommendation 


“T wish to reiterate one sound recom- 
mendation made by our former Presi- 


| dent Conn at the Los Angeles conven- 





tfon, that the organization of too many 
insurance companies whose officers and 
agents are not qualified to handle the 
business successfully, and in far too 
many cases are merely promoters and 
not in any sense underwriters. I think 
commissioners, before licensing such 
companies, should look well to the per- 
sonnel and qualifications of such of- 
ficials before granting them a license.” 
Regarding unlicensed solicitation of 
business, Commissioner Caldwell said: 
“I would like to see this convention 
take a decided stand against companies 
soliciting business in states in which 
they are not licensed or qualified to do 
business and, if consistent, that a spe- 
cial committee be appointed to confer 
with the postal authorities to bring 
about, if possible, the discontinuance of 
such unlicensed companies flooding the 
mails with such solicitation. This is an 
evil that if possible should be corrected 
for safeguarding the insuring public.” 


Palestine Convention Planned 


Members of the agency staff of the 
Judea Life who within a specified time 
write $1,000,000 of business will be sent 
to an agents’ convention next spring 
at Jerusalem, Palestine. One agent al- 
ready has qualified, several others are 
near the mark, and it is expected that 
by sailing date a good number will have 
made their quota. The company began 
writing May 19 this year. Since that 
date $6,800,000 of new business has been 
submitted. Although most of this was 
written in New York, the company is 
operating in Maryland, New Jersey and 
the District of Columbia and has been 


licensed in Illinois and Maine. The 
first agency convention will be held 
Jan. 6-8, 1928 at Lakewood, N. J 
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COMMISSIONER DUNHAM 
ADDRESSES CONVENTION 





“Uniformity of Administrative 
Procedure” Is Subject 
of Talk 


PLEADS INSURERS’ CAUSE 


Connecticut Department Head Says 
Companies Should Be Relieved of 
Unnecessary Expense 


Commissioner Howard P. Dunham of 


Connecticut addressed the Insurance 
Commissioners’ Convention at Cincin- 
nati this week on “Uniformity of Ad- 
ministrative Procedure.” His speech 


was in part as follows: 

“I suggest if a uniform system of li- 
censing agents is to be recommended, 
that it should relieve insurance compa- 


nies from expense caused by unneces- 
sary red-tape and conflicts of law, and 
should be so framed as to promote 


sound insurance and protect the insured 
public by holding over the heads of 
agents the prospect of loss of license in 
case of any well-grounded complaint 
against them of violation of law, or mis- 
representations or unfair dealings on 
their part. 

“An agreement on our part to limit 
demands for statistical data and other 
information from insurance companies 
to such matters as are really required 
for our wise regulation of these com- 
panies would be of great advantage in 
this connection. There is a tendency on 
the part of all bureaus and commissions 
to call for information of no importance 
to anybody, in disregard of cost of com- 
pilation to reporting companies, which 
i often staggering in amount. An earn- 
est common effort to counteract in our 
case what seems to be a natural tend- 
ency of all sorts of commissions would 
be a reform in the ultimate interest of 
the insuring public.” 


Limits Must Be Set 


Commissioner Dunham made it clear 


that in efforts toward effecting uni- 
jormity it is most essential that pro- 
vision be made for strict uniformity 


— in such matters as are not subject 

» local conditions requiring differences 
of practice. 

Discussing the method of licensing 
agents in Connecticut, he said the law 
does not necessitate issuing a license to 
every one who can pass the examina- 
tion. The commissioner, he pointed out, 
has general authority to refuse to grant 
a license or to cancel a license. 

Disciplinary Effect Valuable 


“Probably the chief value of the law 
lies in its disciplinary effect,” he said. 

‘Every insurance agent knows that the 
eomplaint against him of the humblest 
individsal will be investigated, and that 
his license will be lost if he is shown 
to be guilty of practices which are il- 
legal, unfair or otherwise against the 
public interest. 

“In one or another form, the insur- 
ance business affects the interests of a 
large proportion of our people. Its ben- 
efits accrue often to persons in distress, 
whose interests appeal to right-think- 
ing men for special sympathy and pro- 
tection. Since the parties to contracts 
of insurance often meet on very unequal 
terms (a few great corporations stand- 
ing against hundreds of thousands of 
inexperienced and badly informed indi- 
viduals), it is also generally recognized 
n this country that the state not only 
should insist on the sound financial con- 
all insurers doing business 
within its territory, but should also in- 
tervene to prevent and correct imposi- 





CITES GROWTH FACTORS 
IN LIFE INSURANCE 


LIST OF NINE BASIC ITEMS 
W. A. Bailey of the Travelers Discusses 
the Great Strides Made in Past 


Decade 


_ HARTFORD, Sept. 28.—Nine factors 
in the steady growth of life insurance in 


the last 10 or 15 years are enumerated 
by Prof. William A. Bailey, economist 
for the Travelers, in discussing the de- 


velopment of life insurance, such as ex- 


perienced by the Travelers in the last 
decade from $500,000,000 in force in 
1917 to $4,000,000,000 in 1927, or an in- 
crease of 700 per cent. 
Nine Factors Listed 
Professor Bailey presents these fac- 


The growth of public confidence 
in the insurance agent; the tendency of 
the American busines man to think in 
terms of income rather than principal; 
the budgeting of income and outgo; the 
effect of war risk insurance which 
started people talking in terms of bil- 
lions instead of millions; uncertainties 
of life as shown by the great number of 
deaths resulting from the influenza epi- 
demic; new sales ideas as presented 
through the application of inheritance 
taxes; woman’s entry into business; the 
demonstration of the practicability and 
possibilities of saving as provided in the 
sale of the Liberty loans; the increasing 
growth of the “social surplus.” 


tors as: 


Salesmanship Improved 


A better type of man has become 
connected with the sale of insurance in 
the last 10 or 15 years, Professor Bailey 
says. The honesty of purpose and the 
intelligence of these men have tended to 
create more confidence among prospec- 
tive policyholders, and because of the 
agent’s higher type of salesmanship, a 
greater volume of business has been 
made possible to. insurance companies. 

Income rather than principal is now 
coming to be regarded the best way to 
judge a man’s financial standing, it is 
said. Europeans who long have consid- 
ered money from such a viewpoint say a 
man is worth $5,000 a year, rather than 
$100,000, which is the usual custom in 
the United States. The man earning 
$5,000 a year, Professor Bailey asserts, 
who considers the earning at 5 percent 
a year on the sum of $20,000, will see 
readily that he does not have enough in- 
surance to provide for the needs of his 
family if no more than such an amount 
is carried in insurance. Thinking in 
terms of income rather than principal, it 
is said, has fostered the sale of larger 
policies. 





tions on the insured by ambiguous con- 

tracts, misleading representations, or 

manifestly unjust practices of any sort. 
Is Private Business 


“But the business of insurance, though 
affected with a public interest, is after 
all, private business. It is an important 
function of our conventions, through 
conference and mutual criticism, to 
guard against undue state interference 
with private business, by agreeing on 
such policies as will secure adequate 
protection of the public interest with a 
minimum of government meddling with 
private business. 

“In our efforts for uniformity in leg- 
islation and administrative procedure, it 
is essential that we shall be content to 
provide only for strict uniformity in 
such matters as are not subject to local 
conditions requiring differences of prac- 
tice. Although absolute uniformity in 
all respects is impossible, we may Cer- 
tainly secure uniformity in such matters 
as are not subject to the influence of 
local differences ig conditions or opin- 
ions. Uniformity so limited in scope 
is not only more easily attainable, but is 





MANY EARLY ARRIVALS 
AT BIG CONVENTION 


HEAVY REGISTRATION NOTED 





Insurance Commissioners Meeting Drew 
a Large Attendance of Organization 
and Company Officials 


CINCINNATI, Sept. 28.—The early 
arrivals at the meeting of the insurance 
commissioners this week made quite a 
showing, many getting in Sunday and 
a large number registering Monday. W. 
R. CC. Kendrick ot Moines, former 
lowa insurance commissioner and for- 
mer president of the organization, now 
vice-president of the Royal Union Life, 


Des 


was the first on hand. He and Mrs. 
Kendrick have been motoring through 
New England and the east and drove 
west to Chicago. His fellow official of 
the Royal Union Life, A. C. Savage, 
former Iowa commissioner, was 
promptly on hand Monday with his 


perennial red necktie. There were a num- 
ber of other ex-commissioners reporting 
early, among them being J. V. Barry of 
Michigan, J. A. Hartigan of Minnesota, 
C. W. Hobbs of Massachusetts, T. B 
Donaldson of Pennsylvania, H. L. Conn 
of Ohio, James F. Ramey of Kentucky, 
M. J. Harrison of Arkansas, T. S. Mce- 
Murray of Indiana, C. S. Fairchild of 
Colorado, W. K. Chorn of Missouri, A 
’. Briscoe of Alabama, A. I. Vorys of 
Ohio and W. H. Tomlinson of Ohio. 


Many Ladies on Hand 
Col. Joseph Button and Mrs. Button 
arrived Sunday from Richmond, Va., 


being the personal guests of Charles F. 
Williams, vice-president of the Western 
& Southern Life, and Mrs. Williams at 
their home. The social features of the 
commissioners’ meetings are always 
prominent, owing to the ladies present. 
Mrs. Button acts as the guiding star for 
the ladies. 

The early arrivals who usually can be 
found at the commissioners’ conventions 
were Judge E. J. Heppenheimer, presi- 
dent of the Colonial Life of Jersey City, 
and Mrs. Heppenheimer; W. L. T. Rog- 
erson, vice-president, Life Insurance 
Company of Virginia, and Mrs. Roger- 
son; George E. Turner and Henry 
Swift Ives of the Casualty Information 
Clearing House; W. H. Bennett, secre- 
tary, National Association of Insurance 
Agents; F. M. Marigold of the Pruden- 
tial, William BroSmith, of the Travel- 
ers. Insurance Commissioner A. S. 
Caldwell of Tennessee, president of the 
Insurance Commissioners’ Convention, 
and Mrs. Caldwell were prominent 
among the early comers. 

Splendid Secial Feature 


committee pro- 
including 


The local Cincinnati 
vided excellent entertainment, 
an automobile ride about the city Tues- 
day afternoon, a dinner-dance that 
evening, a trip to Rookwood pottery and 
a luncheon at the Woman’s Club for 
the ladies Wednesday morning, a boat 
ride on the Ohio river Wednesday 
afternoon and a visit to Cody’ s farm in 
Kentucky Thursday evening. The offi- 
cers of local companies of Cincinnati 
and some other insurance men of the 
city constituted the general committee, 
Insurance Superintendent W. C. Saf- 
ford of Ohio being chairman. 

H. D. Appleton, deputy insurance 
superintendent of New York, is the 
ranking man in continuous service 
among the state officials. He has been 
42 years with the New York depart- 
ment. Until S. W. McCulloch of Penn- 
sylvania retired from office, he shared 


with Mr. Appleton the honor of vet- 
eran service. 
also likely to be more beneficial to all 


concerned. 

“I wish to emphasize this limitation 
on the uniformity of state laws. It is 
of the very essence of the underlying 

(CONTINUED ON PAGE 24) 
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J. A. WHITMORE TALKS 
TO ADVERTISING MEN 


Phoenix Mutual Life Agency Man- 
ager Tells Finance Group His- 
tory of Sales Campaigns 


COPY DETAILS ARE GIVEN 


Company Began to Educate Public 15 
Years Ago—Appeal Changed, With 
Exceptional Results 


James A. Whitmore, agency manager 
of the Phoenix Mutual Life, addressed 
the convention of financial advertisers 
at West Baden, Ind., last week in part 
as follows 

“You all know the story of the little 
collar button drummer who, in the 
smoker, was entertaining unawares an 





JAMES A. WHITMORE 


Agency Manager, Phoentx Mutual Life 


high-pressure salesmanship 
The story ends with 


talking to you!’ 


‘angel’ of 
with his exploits. 
‘Oi! That I 
Let us 
that. 

“Seriously, 


should be 


consider that we began with 
that story does represent 
my own frame of mind 
when I first considered your committee's 
here and tell you about 


about some ot 


request to come 
our national advertising 


the things we have learned For the 
moment I was too keenly aware of the 
work you men before me have been 


doing in your respective lines for a long 
time. And I was too conscious of the 
fact that our own advertising—in spite 
of the fact that we have made real prog- 
ress—is, comparatively speaking, still in 
its infancy. 

Speaks as Sales Manager 


“IT am not an advertising man, and, by 
the same token, I shall not be able to 
discourse at length about any technical 
aspect of advertising nor to rise to any 
heights of oratory over the relative 
merits of this or that layout. But I will 
talk to you as a hardheaded and prac- 
tical sales manager who has come to 
look upon advertising as the most effec- 
tive support a sales department can 
have. Perhaps this is an opportunity 
for the sales department to repay in part 
its debt to advertising, for that is how I 
shall feel about it if I can bring you 
so much as one thought of value out of 
our experience. After all, our problems 
—yours as well as ours—are very much 


the same. ; 
“It is a truism so old that it no longer 
startles us that there are thousands of 
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PAUL REVERE 


wouldn’t ride a horse today if setting out upon 
a mission demanding speed and certainty. Yet 
a great many present day life insurance salesmen 
are employing old and out-of-date vehicles of 


production. 


The American Central helps its salesmen with 
modern sales aids—up-to-date vehicles of pro- 


duction— 


1. A Prospect Survey that absolutely eliminates 
“suspects”—the lost motion of selling. 


2. An aggressive, highly-successful Direct Mail 
Service that literally MAKES the sale. 


3. A Personal Proposal for each client—lending in- 
dividuality and riveting attention to the presen- 
tation. 


4. 24-Hour issuance of policies—the outcome of effi- 
cient handling of new business in the Home 
Office. 


5. A first premium note-financing plan for those who 
demonstrate their eligibility to credit. 


6. Experienced Home Office cooperation in keeping 
business in force, making the policyholder a 
friend and a prospect for more insurance. 


a 


RENEWALS are not terminated by disability, 
death, or retirement from the life insurance busi- 
ness, and may be easily earned under American 
Central appointments—every one of which is 
direct with the Home Office. 


S&T 4 


AMERI 














people who know so little about life in- 
surance that it means practically nothing 
to them. Even today, most of them buy 
a trifling policy on the same principle 
that they buy a lot in the cemetery. 
And they remain blissfully ignorant of 
all that life insurance might do for 
them if they but understood. 


Fault Is at Home 


“The fault was, primarily, our own. 
We had allowed the great business of 
life insurance to grow up enshrouded 
in mystery—and in silence. Born as 
it was in the minds of eminent mathe- 
maticians, nurtured as it was in the vast 
realm of statistics, it was allowed to 
reach manhood’s estate a queer creature 
of mystery, without red blood in its 
veins and with a mortality table for a 
spine. 

“Is it strange that the public should 
come to look upon life insurance as 
something beyond its understanding? Is 
it strange that they should look upon 
the life insurance man almost with sus- 
picion? Always there has been the 
ever-present, ever-mysterious rate book, 
the vague talk about ‘expectancy of life,’ 
and the expressive and pitying shrug of 
the salesman’s shoulder—or the lift of 
his eyebrow—when you told him that 
your grandfather had died of tubercu- 
losis. 

Change Began 15 Years Ago 


“With us, the process of change 
began almost 15 years ago. It was then 
that the Phoenix Mutual began to have 
some new ideas, and the new ideas have 
come in rapid succession ever since. 

“We started by cancelling the con- 
tracts of all incompetent and part-time 
representatives, on the theory that they, 
because of their incompetence or inex- 
perience, were most likely to be the 
ones to trade on the fears and supersti- 
tions of the public. Then to make for 
greater efficiency, better service to the 
public, and reduced selling costs, we 
began to build on the principle that we 
would employ only carefully selected 
men who would devote their full time 
tc the business and who would qualify 
according to our required standards. 

“We are proceeding along new and 
untried lines. We sought to substitute 
for the old-time peddler of life insurance 
policies a new type of representative 
who could be regarded by his clients in 
the light of a financial adviser of con- 
siderable ability and sound judgment. 
We sought to dignify the profession by 
creating a life insurance counsellor in- 
stead of a life insurance solicitor. 


Sales Alds Detailed 


“Recent gains in business with a much 
smaller selling force are due in no small 
degree to the increased efficiency of our 
sales force, but also to the introduction 
of numerous selling aids, such as our 
direct mail advertising, advertising nov- 
elties, a home budget service, and 
others. 


Began Campaign 


“We bravely began our campaign in 
the ‘Saturday Evening Post,’ ‘Literary 
Digest’ and ‘American Magazine.’ And 
for almost three years we placed ‘what’ 
copy before their readers. We told 
them what we thought they ought to 
know about life insurance and our able 
life insurance counselors, instead of 


showing why they ought to be interested 


in life insurance. 
Such Copy Thought Necessary 


“Four years ago, everybody believed 
that such copy was necessary to preserve 
the dignity and the prestige of so old 
and so conservative an institution as the 
Phoenix Mutual. Like the bankers of 
old, we were high-hatting everybody— 
including ourselves. But it was impres- 
sive advertising. There is no question 
about that. It did the business of life 
insurance a lot of good—and it was most 
helpful to our company in particular. 

“When the wind blows, however, the 
proverbial straws are always there to 
show its direction. It was not long be- 
fore we began to get certain impressions 
which represented the true reaction of 
the public to our advertising. As a re- 





sult, a distinct change was made in the 
theme of our advertising. Soon the 
public began to read such mesSages as 
this: ‘In the brief space of half an 
hour, a happy little family of three was 
reduced to a grieving one of two. His 
girls, he had always called them. And 
now he was called away without so 
much as a good-bye kiss.’ 
Long Steps Taken 


“You see what long steps have been 
taken. We had begun by trying to tell 
the public what we wanted them to 
know about life insurance, but our voice 
was still weak and throaty. Then we 
began to get the milk of human kind- 
ness and sympathetic understanding into 
our messages about this warm and 
friendly thing called life insurance. But 
we still had a long way to go, and no 
doubt the end is not yet in sight, for 
every day we are learning more about 
advertising. 

“We have abandoned the ‘what’ 
copy for the ‘why’ copy. Instead of 
having to tell what we thought ought to 
be known, we are telling why it is ad- 
vantageous to ask for information about 
insurance. 

“As I said at the beginning, as a sales 
manager I am conscious of a great debt 
to advertising. Though our experiments 
in national advertising are in their in- 
fancy, we have learned much. Through 
the use of coupons we not only have 
discovered that there are great possi- 
bilities for developing the field of fi- 
nancial advertising and making it more 
effective, but there is a definite way to 
accomplish _ it. Already, experience 
gained from our advertising is affecting 
many of the other things we are doing. 
Even our salesmen are talking a new 
and more effective language. 

“Further, our national advertising has 
carried the best life insurance messages 
we could create to more than 15,000,000 
readers, with the result that we are now 
more widely and more favorably known 
throughout the country.” 


G. E. MacNichol, W. H. Anger 


The International Life of St. Louis 
announces appointment of Gordon E. 
MacNichol as manager for its Phila- 
delphia agency and of William H. Anger 
as manager at Detroit. Mr. MacNichol 
for five years was manager for the 
Rogge agency, New York City, and 
built the production of the agency from 
$1,00,000 in 1921 to $13,000,000 in 1926, 
his last year with the organization. As 
manager of the New York agency he 
employed and trained agents and also 
placed the business produced by the 
agency. Mr. Anger was with the John 
Hancock Mutual from 1911 to 1924, 
starting as an agent on an industrial 
debit and working his way to a super- 
visory position. Later he became a gen- 
eral agent for the Register Life in 
Detrcit. 


Hillsman Taylor Offers Cup 


Vice-president Hillsman Taylor of the 
Missouri State Life has donated a silver 
loving cup that will be awarded quarterly 
to the general agency or branch office 
showing the highest percentage of gain 
in paid-for business over the correspond- 
ing quarter of the previous year. The 
trophy will be known as the Hillsman 
Taylor Cup. If any general agency or 
branch is fortunate enough to win the 
cup for four consecutive quarters, it 
will obtain permanent possession of the 
trophy, and with it a substantial cash 
prize will be given for distribution 
among the members of the winning or- 
ganization, as the general agent or 
branch manager may deem equitable 
Annovncement of the winner for the 
quarter ending with September will be 
made as soon after Oct. 1 as possible. 


Death of M. O. Rowland 


Marion O. Rowland, secretary of the 
American Life of Detroit, died last week 
He was formerly insurance commis- 
sioner of Michigan and went with the 
American on leaving that office. He 
had many warm friends in the insurance 
business. 
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Louisville, Kentucky. 


AND OBTAIN IN BOOK 

FORM REPRINTS OF ALL 

THE ‘‘TIME WISE” LIFE 
INSURANCE ADVERTISEMENTS 


INCE the first part of this year a 

series of life insurance advertise- 
ments written around the central 
character of Tom Wise have ap- 
peared over our name in this pub- 
lication. The last advertisement in 
the series has been published. To 
those who have found interest in 
the messages we announce the pub- 
lication of a book containing a full 
size reproduction of each advertise- 
ment. We will be ready shortly to 
distribute this book. Upon receipt 
of the attached coupon, or a request 
on your letterhead, a copy will be 
forwarded to you with our compli- 
ments. 


INTER-SOUTHERN LIFE INSURANCE CoO. 


CAREY G. ARNETT, President 


MR. CAREY G. ARNETT, President. 
Inter-Southern Life Insurance Company, 


I would like to receive a copy of your book 
“Measuring the Ideal Life Insurance Connection.” 


SE a cecvdrcnacescass 


ae. wes eee cea 


om Wise invites you 
l this coupon 





ee ee 


So many of our insurance friends 
have told us of following Tom Wise 
in his month-to-month analysis of 
the qualities of an ideal life insur- 
ance company, that we are sure they 
will like to review this page-to-page 
collection of his findings. Publishers 
and advertising men, also, have com- 
mented so favorably upon the writ- 
ing and illustrating of the series 
that we feel they will like to have it 
for reference in permanent form. 


To these, and others who are inter- 
ested, a copy will be gladly sent. 
Mail the above coupon now. 


Capital, Surplus and Reserve for the Protection of Policyholders - - - - 






Home Offices, Louisville, Ky. 


























$13,563 ,462.04 
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I Nothing contributes more to the development of 
efficiency in any organization which appeals to 
the public, than a clear understanding between rep- 
resentatives in the field and Home Office Executives. 


In a life insurance company, the Home Office must 
know the agent’s problems, if they are to be dealt 


with fairly and effectively. 


Nylic Agents have no difficulty in making their 
field problems understood at the Home Office. 


I And this is not strange; for the majority of the 
Executive Officers, including the President, have 
had practical experience in field and Branch Office 


work. 


¢ So they “talk the same language”—field men and 
executives alike. And you don’t hear Nylic 
Agents saying, “Our officers can’t get the agent’s 
point of view because they have never had field ex- 


perience.” 


¢ Common experience begets mutual understanding 
which in turn begets confidence; and confidence 


begets strength. 


q There is probably no life insurance company be- 
tween whose Field and Home Office there exists a 
more frank and cordial relationship, due largely, no 
doubt, to this sympathetic bond of common experi- 


ence. 










Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy? 







NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 


—_ 








MONTHLY INCOME DEVICE 
CREATING MUCH COMMENT 


BEING SUCCESSFULLY USED 
Shield’s Insurance Incometer Will Be 
Demonstrated at National Life 
Meeting at Memphis 








One of the interesting features of the 
life underwriters’ convention at Mem- 
phis this year will be the exhibit of 
Landquist & Leeston-Smith. Judging 
from the amount of intereft that has 
already been shown in the Shield’s In- 
surance Incometer, which is put out by 
this company, its booth at the conven- 
tion will be one of the centers of 
interest. 


Eliminate Lump Sum Bogy 


The Shield’s Insurance Incometer is 
a brand new device which picturizes life 
insurance in terms of monthly income 
rather than lump sums. As almost all 
life insurance discussions during the 
past few years have centered about the 
question of selling life insurance on the 
basis of monthly income rather than 
lum sum, this invention has caused 
much favorable comment. 


How the Incometer Operates 


The Shield’s Insurance Incometer, 
which will be demonstrated at the Land- 
quist & Leeston-Smith booth at the life 
underwriters’ convention, is a board 
equipped with a dial which the prospect 
turns to the amount of insurance he 
has in force or is contemplating secur- 
ing. This figure is shown in the little 
slot alongside the dial and in six other 
slots on the board are given various 
monthly income figures which _ this 
amount of life insurance will provide. 
Three of these are devoted to showing 
the monthly income to those dearest to 
the assured would secure should he die, 
and the other three show what this 
amount of insurance will do for him 
(the assured) in his old age. 

Suppose a prospect is thinking of 
$10,000 of life insurance. To him 
$10,000 in a lump sum is a large amount 
of money. He turns the Incometer dial 
to the $10,000 figure. He glances up to 
the top of the board and finds that such 
a life insurance estate will provide a 
monthly income by trust agreement for 
those dearest to him of $41.70 a month. 
He sees in another spot that such an 
- estate will provide a monthly income of 
| $55.10 continuous for 20 years. He 
notes in another that should he become 





j | disabled that the life insurance estate 


will only provide a monthly income of 
$100. He immediately grasps the in- 
adequacy of $10,000 policy and is then a 
j Prospect for more insurance. 





’ Discloses Prospect’s History 


Many are the advantages claimed for 
| the Incometer. Among them are: (1) 
That the Incometer instantly picturizes 
the lump sum of the present insurance 
| carried by the prospect; (2) it impresses 
; upon the prospect immediately the in- 
adequacy of his present insurance in 
f- of monthly income; (3) it indi- 
| cates to the agent the kind of insurance 
} te prospect is interested in; (4) it 
shows immediately the total amount of 
{insurance the prospect must have in 
order to provide the desired monthly 
income; (5) it enables the agent with- 
- out asking to secure the prospect's life 
insurance history; (6) the Incometer 
secures a perfect introduction for the 
agent; (7) the Incometer provides an 
intimate excuse to visit old policyhold- 
ers; and last, but not least, the Income- 
ter provides the prospect with some- 
thing to play with. 


Idea of Device Fundamental 


For many years writers on life insur- 
ance selling have stressed the necessity 
of having the prospect get a concrete 
conception of what life insurance is and 
what it will do for him. Talking to a 
prospect will not accomplish this pur- 








pose. The prospect must either have 
something printed or written placed in 
fornt of him or must be given some- 
thing with which he himself can use to 
discover the truths about life insurance. 
The Incometer is designed to fill the 
need which has been talked of by life 
insurance men for a long time. 

It is well established that agents be- 
cause of the fact hat they are talking 
and thinking of life insurance every day 
forget that the prospect is unable to 
grasp whatever they are talking about 
unless they start in with the very fun- 
damental things about life insurance. 
The Incometer deals with the funda- 
mental principles of life insurance and 
the life insurance situation is completely 
clarified for the prospect if he uses the 
Incometer. He is then prepared to fol- 
low through these principles to their 
logical conclusion. In this way the 
solution of a particular insurance prob- 
lem is arrived at, while incidentally the 
agent arrives at the solution of the sales 
problem. 


Is Enthusiastically Received 


Judging from the way agents have 
taken hold of this new instrument the 
outlook for the sale of life insurance 
on a monthly income basis is consider- 
ably brighter. One well known general 
agent writes: “The Insurance Incometer 
will raise the ‘policy level’ of any un- 
derwriter. The man who has been 
thinking in terms of $3,000, $4,000 and 
$5,000 policies will find himself auto- 
matically working on a $30,000, $40,000 
or $50,000 level; this result being 
brought about by the graphic manner 
in which the instrument ‘shows up’ the 
inadequacy of the small policy when 
translated in terms of monthly income.” 
Othere users claim that their salesmen 
have been cured of what is termed 
“lump sum worship.” 


Sales Service Given With Incometer 


The Insurance Incometer is gotten up 
in a very attractive manner. It will 
be as much at home upon the desk of 
a prospect for a million dollar policy 
as in the hands of a man in the mar- 
ket for ten, twenty or thirty thousand. 
The instrument comes in a_ beautifut 
brown leather case. It is a black board 
8% inches wide and 11 inches long, 
made up of a hard rubber composition. 
In addition every user of the Shield’s 
Insurance Incometer receives a regular 
service which tells of new ways and 
means of using the device effectively. 
This service is given gratis to every 
purchaser of the Shield’s Insurance 
Incometer. 

For further information regarding this 
monthly income seller, write to the dis- 
tributor, Landquist & Leeston-Smith, 
Inc., Metropolitan Tower, I Madisén 
Avenue, New York City. 


Arthur Collins Visits Chicago 


Arthur Collins, vice-president of the 
Phoenix Mutual Life in charge of fi- 
nance, was a home office visitor in the 
Chicago office of the company on Thurs- 
day and Friday of this week. Manager 
Robert Judd of the Chicago office held 
an agency meeting while Mr. Collins 
was in the city. 


Bankers Life Regional Schools 


Bankers Life of Iowa salesmen to 
the estimated number of 600 will be in 
attendance at one or another of the four 
regional schools of instruction which 
the company will hold in January. 
When the first list was announced as of 
Aug. 1, the names of 412 salesmen were 
included. Since that time, 55 more have 
qualified. Later qualifications will un- 
doubtedly bring the total to 600. 

Attendance at each of the four schools 
will be based on the redistricting, ef- 
fective Jan. 1, of the Bankers Life ter- 
ritory. Salesmen of District 1 will at- 
tend the school at Columbus, O.; Dis- 
trict 2 at Des Moines: District 3 at San 
Antonio, Tex., and District 4 at Del 
Monte, Calif. 

Qualification for attendance is de- 
pendent on paid-for production of at 
least $100,000 for the year from Dec. 
16, 1926, to Dec. 15, 1927. 
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It’s no laughing matter when 
you’re face to face with facts 


“© AND you don’t want it... can't 


use it . . . don’t need it”... 
faltered the agent. 


“You're right and wrong, Brown,” 
answered the partners. “We need 
it—want it, but your policy simply 
doesn’t go far enough. Did it ever 
occur to you that either Mr. Smith 
or I might be kept away from busi- 
ness by accident or sickness? . . . that 
this loss of time at a critical moment 
might be disastrous—might cost the 
firm a great deal of money? Isn't 
our time of any value?” 

“Yes... certainly” .. . the agent 
stammered. “But if it’s accident and 
health insurance you want, I can 
easily get it for you through one of 
the casualty companies.” 

“That won't do, Brown. Just to- 


day we received the recommenda- 
tions of a representative of the Re- 
liance Life. On the accident and 
health features of their Perfect 
Protection Policy, we can save from 
25% to 40% over anything you 
might have to offer. 

“What we primarily want is 
adequate coverage and also—we're 
interested in buying it right. Sorry 
Brown. Very sorry.” 

The discriminating buyer is essen- 
tially a “head buyer” and many a 
sale is lost today because the under- 
writer cannot offer a service pred- 
icated on modern standards of pro 
tection. 

Perfect Protection is just what its 
name implies. It affords every essen- 
tial element of personal coverage 


inherent in life, accident, and health 
insurance. In this policy, on the 
accident and health feature alone, 
substantial saving is possible to the 
buyer because the policy, issued in 
combination, eliminates duplicate 
collection costs and other admin- 
istrative expenses incident to the 
issue of life, accident and health 
insurance under separate policy 
forms. 


The discriminating buyer, who, 
through education and experience, 
knows the difference, will not tol- 
erate obsolete or inadequate insur- 
ance protection. Likewise, he has 
small patience for the salesman 
unequipped to render the service 
capable of fulfilling his requirements 
and preferences. 


“Sell Perfect Protection and you'll sell more life insurance” 


“Selling Perfect Protection” is the name of a little booklet 
giving other reasons for Perfect Protection popularity. 


Write today for your copy. 


IXELIANCE LIFE 


RELIANCE LIFE INSURANCE CO. of PITTSBURGH + FARMERS BANK BUILDING 





PITTSBURGH, PA. 
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“The Finest I’ve 
Ever Seen!” 


That’s what one of our most successful General 
Agents had to say about the Pan-American’s Sure- 
Way Protection Policy. Below is a brief summary 
of the benefits provided under this Life, Accident 
and Health contract of insurance. 


For: We Pay: 


Death by ordinary causes...... $ 5,000.00 

Death by accident..... Te 

Death by “special” accident... . 20,000.00 

Total disability by accident... .. 25.00 pe. wo* 
Partial disability by accident... . 12905 
Total disability by sickness..... mane week, 
Partial disability by sickness... . 12.50 


exceed 
52 weeks 


*Weekly Indemnity doubled if disability is caused by 
“special” accidents. 


OTHER BENEFITS: 


Cash values beginning third year; Liberal lump 
sum settlements for loss of limbs, sight, speech or 
hearing as a result of an accident; Surgical Opera- 
tion Benefits; Hospital Fees; Medical Attendance 
Indemnity, Etc. 


DEPOSIT, Age 30: $143.85 


The Sure-Way Protection Policy is only one of 
the many “easy-to-sell” policies we place in the 
hands of our Agency Organization. 


We have some unusually good territory for 
proven producers and organizers who are presently 
unattached. 


PAN - AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U.S. A. 


E. G. Simmons 
Vice-President and General Manager 


Crawford H. Ellis, 
President 





























BANKERS NATIONAL 
HAS BEEN LICENSED 


LOUNSBURY IS BIG FACTOR 
Has Its Home Office in Jersey City— 
Dr. John L. Davis Made Med- 
ical Director 





The New Jersey department has is- 
sued a license to Bankers National Life, 
with home office in the Trust Company 
of New Jersey building, Journal Square, 
Jersey City. It starts with paid-in cap- 
ital of $200,000 and paid-in surplus of 
$200,000, without promotion expense of 
any kind. 

The company will operate on the par- 
ticipating plan exclusively. In addition 
to writing both standard and sub-stand- 
ard business on all the usual forms, it 
will also issue children’s endowment 
policies, educational policies, borrowers’ 
protection policies, group insurance and 
annuities. The company plans to enter 
a considerable number of the eastern 
and middle western states immediately 
and make a very aggressive campaign 
for business. 


Board of Directors 


The board of directors consists of 
Harry L. Arnold, Gary, Ind., chairman 
of the board, Trust State Bank; Homer 
Brockett, New York City, attorney, 
Western Union Telegraph Company; 
Levi B. Davis, Roanoke, Va., president, 
Mountain Trust Bank; Paul W. Gib- 
bons, Philadelphia, president, Paul Gib- 
bons, printers and publishers; Frank J. 
Higgins, Jersey City, president, Hudson 
Casualty; Frank L. Hinckley, Provi- 
dence, Hinckley, Allen, Tillinghast & 
Phillips, attorneys; Col. Clarence Hod- 
son, New York City, chairman, Bene- 
ficial Loan Society, industrial loans; 
Richard Henry Lee, New York City, 
Lee, Donnelly & Curren, attorneys; 
John J. Lentz, Columbus, O., president, 
American Insurance Union; Dr. Gustav 
Lindenthal, New York City, consulting 
engineer, Pennsylvania R. R. System; 
Ralph R. Lounsbury, Jersey City, ex- 
ecutive vice-president of the company; 
Adelbert W. Mears, Baltimore, director, 
Mutual Life of Baltimore; William J. 
Malone, Bristol, Conn., judge, United 
States District Court; Joseph A. Reich- 
art, New York City, president, Clarence 
Hodson & Co., New York, brokers; 
Arthur P. Smith, New York City, vice- 
president, Interstate Trust Company; 
Reginald H. Smith, Boston, Hale 
Dorr, attorneys; Haldeman G. Stout, 
Wilmington, Del., vice-president, Indus- 
trial Trust Company; Charles H. Watts, 
New York City, president, Beneficial 
Operating Bureau. 


Officers of the Company 


The officers of the company are as 
follows: 

Chairman of the Board, Col. Clarence 
Hodson. 

President, Richard H. Lee. 

Executive Vice-President, Ralph R. 
Lounsbury. 

Vice-President and Medical Director, 
Dr. John L, Davis. 

Vice-President and Treasurer, Harry 
G. Austin. 

Secretary, Herman S. Turner. 

Colone] Hodson, well known in east- 
ern financial circles, is chairman of the 
Beneficial Loan Society and Collateral 
Bankers, Inc., and the founder of sev- 
eral successful financial organizations 
with which he retains an active con- 
nection. 

Judge Lee is senior member of the 
firm of Lee, Donnelly & Curren, attor- 
neys, New York City. 


Loansbury Is Well Known 


Ralph R. Lounsbury is a graduate of 
the University of Michigan, where he 
specialized in actuarial science under 
Dr. James W. Glover. He has served 
as actuary for the state of Nebraska and 
was associate actuary in the War Risk 
Bureau. Later he was secretary and 





actuary of the Union Life & Accident, 
Lincoln, Neb. In 1923 he organized the 
Bankers National Life of Denver, Colo- 
rado, and in 1925 he organized the 
Bankers National Life of Jacksonville, 
Fla., serving as president of both com- 
panies from organization to date and 
will continue in that capacity. 

Dr. Davis was chief medical director 
of the Union Central Life of Cincinnati 
for several years, later serving as med- 
ical director of the Pacific Mutual Life, 
and more recently has been executive 
vice-president and medical director of 
the Union National Life of St. Peters- 
burg, Fla. Dr. Davis has been a fre- 
quent contributor to the insurance press 
on insurance medical subjects. 

Colonel Austin was for several years 
in the agency supervising department 
of the Provident Savings Life of New 
York and followed that by organizing 
and serving as president of the Old Col- 
only Life of Chicago. 


EXPANSION PROGRAM PLANNED 


Massey Wilson Visits Bay City to Look 
Over Home Office of Agri- 
cultural Life 


BAY CITY, MICH., Sept. 29.—Mas- 
sey Wilson of St. Louis, head of the In- 
surance Investment Corporation, which 
has purchased control of the Agricultural 
Life of this city, was here last week 
making arrangements for the new man- 
agement. After an extended visit with 
the offices of the company, Mr. Wilson 
said that he was reasonably satisfied 
with the old personnel and announced 
that most of the old officers had ex- 
pressed willingness to remain under the 
new regime. It was said that the com- 
pany would be launched upon an ex- 
pansion program and every effort would 
be made to develop it along sound under- 
writing lines. 

F. McGinnis, president of the 
Agricultural Life, expressed himself as 
elated at the acquisition of new backing 
for the company and he forecast a re- 
markable growth. 





Youngest Policyholder 


The youngest person in Kansas with 
a life insurance policy is Phyllis Ann 
Evans of Coffeyville, who was insured 
within four minutes of her birth on 
Sept. 9. Insurance men assert that no 
other person has had an application 
written and on its way to the home of- 
fice at so early an age as this baby. 

Mr. and Mrs. Carol O. Evans of Cof- 
feyville were expecting a visit from the 
stork. A. R. Reiter, agent for the Pru- 
dential, is a close friend of the Evans 
family and suggested that the baby 
ought to be insured. Some days pre- 
vious to the actual birth two applica- 
tions were made out and signed, one 
for a boy and one for a girl. The names 
were inserted and all of the details of 
the application were filled out except 
the actual date of the birth. 

Phyllis Ann Evans was born at 10:12 
o’clock. The proud father rushed to 
the telephone and called Reiter and told 
him to fill out the application for the 
baby girl. Reiter did so and at 10:16 
the application was on its way to the 
home office of the company for issuance 
of the policy, settlement having been 
made previously so there would be no 
hitch in the arrangements. The policy 
is for $500 and is of the type known 
as the convertible endowment policy. 





Expect Record “Ad” Convention 


The committee in charge of the ar- 
rangements for the semi-annual meeting 
of the Insurance Advertising Conference, 
to be held in Chicago, Oct. 17-18, reports 
that a record attendance is anticipated. 
The new Hotel Stevens is to be conven- 
tion headquarters and thus the record 
attendance can be housed in the one 
hotel. The program promises to be un- 
usually interesting, as there are fewer set 
talks and more general discussions than 
heretofore. 
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rma us ComPANIES AND BANKS 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 


MARYLAND 





NEW YORK 








| A Life Insurance Trust furnishes | 
| the additional safeguard. 


| YOU CREATE—WE CONSERVE. 
| CALIFORNIA TRUST CO. 


Entire 3rd Floor 629 So. Spring St. 
LOS ANGELES t 


“The Trust Company of the 


| 
| 
| 
i California Bank Group” 






MARYEA : ‘ 
\ 


WN 


TRUST C@, 


Calvert and Redwood » sll 
BALTIMORE 





Robertson Griswold Vice President and Trust Officer 
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ILLINOIS 








UR $2,000,000 ial Reserve Fund 
protects beneficiaries of life insur- 
ance trusts from loss on interest bearing 
securities of our selection. 

The nature and extent of this under- 
| taking are set forth in a declaration of 
trust available on request. 


CHICAGO TITLE & 
i TRUST COMPANY 
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MASSACHUSETTS 








New England’s 
Largest Corporate Fiduciary 





Individual Trusts. . .$133,000,000 
Corporate Trust 898 000,000 
Agency Acceunt . 348 000,000 


TRUST DEP4RTMENT 


OL_p GOLONY 


Trust CoMPANY 


























= underwriter who can 
é be swung over to the 
trust company form of ad- 


ministration will double his 


business.” 


Excerpt from an article by 
@ prominent underwriter. | 


First Trust and Savings Bank | 


Chicago 























The Oldest and Largest 
Trust Company in the 
Northwest 





Charles V. Smith, Vice President and Trust Officer 
C. E. Drake, M. K. Mark, Assistant Trust Officers 


THE MINNESOTA LOAN & TRUST CO 


MINNEAPOLIS. MINNESOTA 




















NEW YORK 





March 18, 1891, is the date 
of the first Insurance Trust 
Agreement drawn by us. 


THE NORTHERN 
TRUST COMPANY 


CHICAGO 


























THE 
PEOPLES TRUST AND SAVINGS 
BANK OF CHICAGO 


MICHIGAN BOULEVARD at WASHINGTON STREET 
CHICAGO 


Earle H. Reynolds R. B. Upham 
PRESIDENT VICE-PRESIDENT 


Floyd B. Weakly 
SECRETARY & TRUST OFFICER 











| 
| THE CHASE NATIONAL BANK | 
_ OF THE CITY OF NEW YORK 

57 Broadway 
| TRUST DEPARTMENT 
VICE PRESIDENTS 





Reeve Schiey ge E. Warren 


| TRUST OFFICER 
| George A. Kinney 
| ASSISTANT TRUST OFFICERS 
| Howard F. Wal 


ge J. Runge 
George L. Pierce Oliver Hill 
Edward S. Dix Vincent 





Frederick Pintard 
| 











Life Insurance Trusts and Estate Problems are 
today of vital interest to every life insurance 
| man. The National Underwriter takes great 
pleasure, therefore, in presenting to its readers 
this new listing of responsible financial institu- 
tions which are particularly well equipped to 
render valuable service to the life insurance man 
dealing with Life Insurance Trust and other 
Estate Problems. 


The National Underwriter 


| A New Department 











CHICAGO | 


“T’ll Make Assurance Double Sure” 


An explanation of the advantages of the 
life insurance trust. Send for a copy. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 Wall Street 


























CHARTERED 1822 


THE FARMERS’ LOAN 
AND TRUST COMPANY 
NEW YORK 


Brings to the duties of Administrator, Exec- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 




















| yas eer ye | is glad to codperate impar- 
tially with a f insurance representatives 
on any practical basis for the promotion of 
life insurance trust business. 


Guaranty Trust Company 


of New York 
140 Broadway 

















} We have a sympathetic understanding 
of the life underwriter’s problems. 


| Central National Bank | 


of Cleveland 
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PENNSYLVANIA 





An Insurance 

Trust ts Safe, 

Economical 
and 


Convenient 





Chartered 1836 


Girard Trust Company 


Broad and Chestnut Streets, Philadelphia 























_——$<$<—$. $$$ 


12 THE NATIONAL 


UNDERWRITER 








September 30, 1$27 














In Ohio 


: Some choice territory is still open for 
: live, wide-awake men of ability. 
| 


Real Old-Time, Life-Time General 
Agency Contract, with liberal first 
year commissions, and Non-For- 
feitable Renewals available. 


We stand squarely back of our agents at 
all times. It is our attitude that 
whatever is best for the producing 
agent is also best for the company. 


Our policies are fair and liberal, the net 
cost on a low, competitive basis. All 
Standard Policies are written, with 
or without Total and Permanent 
Disability, Premium Waiver and 
Double Indemnity. 


Thirty-two years’ experience with 
Monthly Premiums has taught us 
that installment buying is here to 
stay. Our $1.00 a Month Policy 
gets the business where other plans 

fail. Why not investigate? 


Serve and Succeed With the 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 


For iniormatien regarding territory in Ohio and com- 
missions, call on or write to MOFFITT AND BUCK, 
General Agents for the State of Ohio, Suite 1107—-308 
Euclid Avenue Building, Cleveland, Ohio. 
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| the cases 


MORE WOMEN THAN 
MEN ARE DECLINED 


AETNA ANALYZES STATISTICS 


Rejections of Male, Female Risks Based 
in Most Cases on Combination 
of Impairments 


Women who have applied for poli- 
cies in the Aetna Life show a much 
higher percentage of declinations than 
do men, said James B. Slimmon of 
Hartford, secretary of the company, 
speaking on “Underwriting” at the con- 
ference of general agents at Biltmore, 
N. C., recently. 

Using data collected from approxi- 
mately 12,000 rejected applications, both 
male and female, it was found that only 
40 percent were rejected for one spe- 
cific cause, and that in 60 percent of the 
cases the declination was based on two 
or more impairments. 

Character Declination Cause 


Of cases declined for a single cause, 
it was found on analysis that character, 
habits and reputation comprised moré 
than 31 percent. Circulatory diseases, 
which include heart murmurs, irregu- 
larities of pulse and blood pressure, and 
various other forms of heart impair- 
ments were responsible for 18 percent 
of the rejections. Kidney diseases were 
responsible for 1114 percent of the dec- 
linations. 

“When we 
or more causes,” 
find that character, 
tion assume a considerable 
for in nearly 14 percent of the cases 
character was a contributing cause. The 
highest contributing cause, however, 
shows that in more than 50 percent of 
a circulatory impairment en- 
tered into the diagnosis to throw its 
weight against the applicant’s chances 
of obtaining life insurance. 

“Kidney impairments were a contrib- 
uting cause in at least 40 percent of the 
cases, while brain or nervous disorders, 
including paralysis, entered into 10 per- 
cent.” 

Family History Slight Factor 


turn to analysis for two 
Mr. Slimmon said, “we 
habits and reputa- 
proportion, 


some of the popular mis- 
conceptions which he said were de- 
stroyed by the facts as developed 
through analysis, Mr. Slimmon first 
touched on family history as it relates 
to life insurance. Among those cases 
which were declined for a single cause, 
the unfavorable family history amounts 
to less than 1 percent. It reached nearly 
% percent, however, when taken with 
cases declined for two or more causes 

Rheumatism in itself caused a rejection 
of only .03 of 1 percent, whereas in com- 
bination with one or more other impair- 
ments it reached 6 percent. Weight, in- 


Regarding 


cluding those overweight and _ thosé 
pe my was the sole cause of only 2.08 
percent rejections when _ considered 
alone, but in combination with other 


impairments it was a contributing cause 
in 31 percent of those cases. 

dank history to an impaired but 
borderling risk is the concluding argu- 
ment for this declination which cannot 
be overcome,” said Mr. Slimmon. 
“Rheumatism in combination with a his- 
tory of heart trouble or impairments of 
a similar nature turns the scales. Over- 
weight with kidney trouble makes the 
risk a hazardous one, and lightweight 
with other tendencies to poor health 
necessitates declination. It is therefore 
not surprising on reflection that these 
three impairments—family history where 
unfavorable, rheumatism and weight ir- 
regularities—which in themselves are 
not relatively important, assume great 
proportions in combination with other 
impairments.” 

The conference was adjourned Sep- 
tember 22 by President Morgan B. 
Brainard. Mr. Brainard reiterated a 
statement made by Vice-President Ken- 
drick A. Luther to the effect that the 





Aetna Life would permit a modest in- 
crease in new business during 1928. 

In outlining objectives for the coming 
year Mr. Luther pointed out that for the 
last two years the company had put into 
effect a program providing for an in- 
crease in new business of approximately 
10 percent. This followed the conservative 
path in view of the fact that new busi- 
ness is an expensive item for the first 
two or three years of its existence. 
Aside from the acquisition cost, the legal 
reserves which the company must im- 
mediately put up are out of proportion to 
the amount received in premium. 


Will Accept Increase 


Having effected a decrease of about 
12 percent in 1925 and slightly more 
than that for the present year, the com- 
pany now feels it will be justified in ac- 
cepting an increase of approximately 10 
per cent for 1928. 


The session was addressed by Lester 
O. Schriver of Hartford, assistant su- 
perintendent of agencies, R. F. Fay, 
agency assistant, W. H. Dallas, super- 
intendent of agencies, and by Mr. 
Luther and Mr. Brainard. ‘Develop- 
ment year,” the slogan for 1928, Mr. 
Luther said, means building in and 
strengthening the organization, in order 


absorb the growth 


that it may better 
1923 and 1924. 


experienced in 1922, 


Louis Fohr Agency Leads 


The Louis J. Fobr general agency of 
the Connecticut Mutual Life in Chicago 
stood first for the country in the com- 
pany’s volume of business issued for the 
week of Sept. 8. 

This leadership is remarkable in view 
of the fact that the agency is less than 
three years old. Mr. Fohr started with 
no organization, but he has gradually 
picked good men, who are now reflecting 
his strong belief in the production-value 
of thorough training. 


Staging Agency Contest 


The Sentinel Life is starting a three 
months’ sales contest, beginning Oct. 1 
and continuing through Dec. 31. At the 
end of that time all the agents who 
have written business equal to the 
amount of the quotas given them by 
the home office will be invited to Kan- 
for a two days’ meeting. This 
first agency conference of 
the Sentinel, and will be held Jan. 9-10. 
At this time the Sentinel Minute Men, 
the producers’ organization, will be or- 
ganized. The Sentinel has kept a pic- 
ture history of all of the events since 
the organization of the company, the 
pictures being hung in a group in the 
reception room, and a feature of the 
convention will be the addition of a 
bronze plaque to this group of pictures, 
on which will be engraved the names 
of all the charter minute men. The 
sales convention will be largely educa- 
tional. The home office is planning a 
varied program, which will be held at 
the home office building. 


sas City 
will be the 


Increase of 15 Percent Made 


For the first eight months df 1927 the 
John Hancock Mutual increased its 
ordinary paid-for issues approximately 
15 percent over the similar 8-month 
period of 1926. Ordinary paid-for writ- 
ings for the 8-month period are just 
under $200,000,000. This does not in- 
clude any of the group policies written. 
New weekly premium insurance issued 
shows an increase of approximately 12 
percent on the paid-for basis. 


Will Go to Memphis 


The delegation of the American Life 
Convention to the national convention 
of the National Association of Life Un- 
derwriters at Memphis, Tenn., will be 
headed by President H. M. Woollen 
The others in the delegation are T. W. 
Blackburn, Omaha, Nebr., associate 
counsel, and Claris Adams, secretary 
and general counsel of the convention. 
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STACEY WADE SPEAKS 
ON LICENSE UNIFORMITY 


COMMISSIONERS 


ADDRESSES 


North Carolina Department Head Holds 
That Uniformity Is Problem for 
Companies and Agents to Solve 





Commissioner Stacey W. Wade of 
North Carolina addressed the Insurance 
Commissioners’ Convention at Cincin- 
nati this week on “License Uniformity.” 
In opening he stated he found it diffi- 
cult to cover this subject and keep away 
from another one that has been widely 
discussed, “The Agent’s Qualification 
Law.” He said in part: 

“IT agree with those who contend that 
there should be uniformity in the mat- 
ter of licensing agents and with those 
who contend for uniformity in the mat- 
ter of agency qualification. But I do 
not agree with those companies and 
agents who say these two problems 
are for the state to solve. Essentially, 
they are problems for the companies 
and the members of the insurance pro- 
fession to solve, and the state’s attitude 
toward both matters should be one of 
sympathetic interest and co-operation 
and nothing more. 


Companies Should Train Agents 


“It is my opinion that companies 
should prepare their own agents for the 
work they send them out to do. Our 
ordinary life companies do this admira- 
bly. Fire and casualty companies have 
been the chief trouble breeders. The fire 
companies are the major offenders, ig- 
noring in the main every demand of the 
insurance department and the insuring 
public for trained underwriters. 

“Before I issue a license to any agent 
in my state I require the company’s 
duly authorized general agent or state 
manager to certify that the applicant for 
license has been properly instructed in 
the business he will be licensed to do 
and that he is fit morally and profession- 
ally to represent the company. If com- 
panies or agents desire to go further 
than this, I would not oppose establish- 
ment in my state of a state examining 
board or of regional, county or city 
examining boards to pass on the quali- 
fication of men and women applying 
for license.” 


Employes Net Proper Judges 


Mr. Wade declared himself opposed 
to the trend evident in some states to- 
ward having employes of the insur- 
ance department conduct examination of 
agents. He said also that he agrees 
w:th those who say that the present re- 
quirement, which is in vogue in almost 
all states, requiring an agent to hold a 
license for every company he represents, 
is archaic and should be changed. 

“If examining boards were provided,” 
he said, “this system might be done 
away with and a single annual license 
showing that the agent is qualified to 
sel! fire, life or casualty lines might be 
provided.” 

In closing, Mr. Wade said that so 
keen a body as the American Bar Asso- 
ciation has found no reason for a change 
in the pyesent licensing system. “There- 
fore,” he said, “I dare to suggest that, 
although we should strive always for 
improvement in all matters relating to 
proper administration of the affairs of 
our department, we should make cer- 
tain that the problems we take up here 
are real problems.” 


A. C. Matthews 


A. C. Matthews has been appointed 
state agent of the New England Mu- 
tual Life for Vermont with headquar- 
ters at Rutland. That state for several 
years has been under General Agent 
Carl S. Nute of Manchester, N. H., who 
will hereafter confine his activities to 
the latter state. Mr. Matthews is well 
acquainted with his new territory. 











ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 

















Royal Union Life Building 


Cor. Seventh and Grand Ave., 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 


Policies 
For Each Member 
of the Family 


Every man, woman and child is a 
prospect for Royal Union service. 


Our salesmen, placing policies 
with the youngsters between ages 
one day old up to ten, are find- 
ing their respective communities 
100% prospect fields. 





Royal Union children contracts 
go into full benefit automatically 
at age 5 with Waiver of Premium 
benefit on the life of the father! 




















A PURELY MUTUAL 
Company / 


If You Have Knocked 
the “‘T” Out of ‘‘Can’t” 
WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 











Clerks Climb Ladders! 


About one-half of the members of our great Home 
Office Agency once were Home Office clerks. Field work 
has paid them with financial prosperity, mental satisfaction, 
independence, and the zestful joy of service. 

What these Philadelphians did, YOU can do in your 
locality. Why stay in a rut? Why be chained to a neces- 
sarily limited compensation? Why not step out and be 
the master instead of the slave of fortune? Vacations are 
over and Fall and Winter are on their way—the open sea 
son of success in life underwriting. Consider, decide 
START! 

We have Field positions for earnest men and women 
who have ambition, intelligence, and industry. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
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Darby A. Day and Co-operation 


AN OPPORTUNITY TO SHARE IN THE BUILDING 
AND IN THE PROFITS OF THE WORLD’S 
GREATEST LIFE INSURANCE AGENCY 


OUR PLAN 


Management of the Agency to be in the hands of a Board of 
Directors consisting of eight agents and the executive manage 
ment of the Agency. 





A general manager, assistant managers, statistician, librarian 
and several instructors of agents. 

A cooperative basis of profit-sharring in which the Agency 
Force will participate in 40% of the profits of the Agency. 
The first opportunity ever offered for an Agency Force to share 
in General Agency profits. 


OUR PLANT 


Entire 23rd floor of the new Bankers Building, corner of Clark 
and Adams Streets. 





17,000 square feet. 
40 private rooms for agents. 
A reception hall. 


A library in which every insurance publication in the 
United States will be available, including statis- 
tical tables and reference books. 


A clerical department with space for 75 clerks. 
Retiring rooms. 
Private rooms for five assistant managers. 


A brokerage department consisting of a manager's 
office and telephone battery. 


A medical department of three examiners’ rooms and 
laboratory. 


An auditorium seating 215, equipped with stage, 
blackboards, projection room and dressing rooms. 


In short, the largest and most ambitious plans ever promulgated 
~ ale the building and development of men in the Life Insurance 
usiness. 


We are looking for high-class, capable men who can fit into 
this kind of an organization. 


If you are looking for the biggest opportunity ever offered in 
the life insurance field, come in and see us or communicate with: 


Darby A. Day 


Manager 
Illinois Merchants Bank Bldg. 
Central 6460 CHICAGO 


The Union Central Life Insurance (Co. 
Cincinnati, Ohio 











Manager Claim Department, 


N handling the earlier claims, the 
| term “permanent total disability” was 
given its exact dictionary definition. 
The determination as to whether an in- 
dividual qualified under that type of 
clause was largely a medical proposition 
and, therefore, the claim man relied 
greatly on medical opinion. 

We now see “total permanent disa- 
bility” in some instances so liberally de- 
fined that it will apply to any continuous 
total disability which lasts more than 14 
days. In other words the life companies 
have now been brought into the field of 
non-cancelable disability insurance. 

While the different states interpret the 
phrase “total disability” with 
degrees of liberality, it can be said with 
a fair degree of safety that an individual 
is so disabled when he is incapacitated 
by injury or disease from performing 
substantially all the duties of any occu- 
pation which he could do under normal 
circumstances. 


Some Can Be Changed from 
Hopeless to Hopeful Class. 


A careful follow-up of all cases will 
show from 





ROBERT K. METCALF 

claims can be transferred from the hope- 
less class into what we might call the 
hopeful category. The question is what 
to do with those claims with which it 
looks as though something might be ac- 
complished. Both the insured and the 
company are mutually interested in 
effecting a recovery at as early a date 
as possible. It would be improper to 
allow indemnity in cases where disability 
has extended beyond a reasonable length 





of time and where, in the opinion of 
specialists, a recovery would be ex- | 
pected. 


Bearing the feregoing in mind, we can 
return to a consideration of the claim 
aspect of establishing with adequate 
evidence a policyholder’s disabilitv. The 
claims that are presented will fall into | 
the following classifications: (1), where 
the insured has a definitely diagnosed 
condition requiring, institutional care, 
such as active tuberculosis or most types 
of insanity: (2), where the cause of 
disability has been accurately determined 
by competent physicians but hospital- 





ization or institutional supervision is 
unnecessary, such as diabetes, certain | 
cardiac disturbances or the loss of | 


limbs or sight; (3), and in this class a 
large percentage of claims will be in- 
cluded, those obscure disabilities in 
which no definite diagnosis has been 
made, or where there is sufficient reason 
to question the diagnosis. 

The first type of case is the simplest 
to determine, for it is assumed that all 














companies writing this type of business 


TOTAL PERMANENT DISABILITY CLAIMS~ 
Address Delivered Before International Claim Association 
BY ROBERT K. METCALF 





Connecticut General Life 








have certain forms which they require 
to be completed by a disabled policy- 
holder and his attending physician. The 
second class presents a slightly different 
problem, for here, in addition to the at- 
tending physician’s opinion, it is essen- 
tial to have the diagnosis substantiated 
by a company examiner. 

For purposes of accurate diagnoses in 
many cases, it will be advisable to em- 
ploy a recognized specialist in the type 
of disease with which the insured is 
suffering. This will entail more expense 
to the company, but inasmuch as we 


| are looking for as accurate information 


| as is available, the increased allowance 


varying | 


in medical fees is justified. Such a doc- 
tor may properly charge as much as $50 
for a single examination. 

The third type of case is the one that 
warrants our special attention and pre- 
sents a most interesting field. Assist- 
ance by a home office doctor can be 
made more effective by his reviewing all 
claims and particularly those where the 


| disability is extended beyond three 
months. He is in a position to secure 
desired information from doctors 


time to time that certain | 


throughout the country by the greater 
entree that one professional man has 
with another. 


Employ Specialist Where 
Diagnosis is Uncertain 


In the case of an uncertain diagnosis, 


| the employment of a specialist has come 


to be regarded as essential by companies 
handling a large volume of these claims. 
Occasionally an examination by a recog- 
nized authority can be coupled with the 
recommendation of treatment distinctly 
beneficial to all concerned. An _ indi- 
vidual without large funds at his dis- 
posal may hesitate to spend anywhere 
from $50 to $500 for a single examina- 
tion, but will be content with the 
opinion given him by less expensive, and 
in the majority of cases, less expe- 
rienced doctors. The company, how- 
ever, realizing its potential liability, will 
many times find it advisable to assume 
such an expense with the result that in 
many instances, the insured will be 
benefited and the insurer be thousands 
of dollars the gainer by so doing. 

The prescribing of a course of treat- 
ment to be followed is going one step 
further, and while there are no pro- 
visions in any of the standard contracts 
allowing the company to insist on any 
particular treatment, an insured will 
oftentimes appreciate the advantage of 
following recommendations along this 
line provided the expense does not have 
to be met by him. Here again it is a 
speculation as to the result, but should 
it prove favorable, both he and the com- 
pany have profited by reason of it. 


Four Classes That Require 
Special Consideration 


There are certain types of cases that 


| subsequent to approval admit of doubt 
| and, 


therefore, merit special considera- 
tion at the hands of the claim examiner. 
These can be divided into fom weneral 
classes: 

First, there is the case white there 
has been an actual disability with a pro- 
tracted period of convalescence, and dur- 
ing the latter period the insured appears 
to be fit in every way except he is not 
working. 

The second type is somewhat analo- 
gous and is composed of those indi- 
viduals who have had an illness go long 
that they have resigned from active 
business, and have lost the will to work. 

Third are the exaggerated disabilities 
where some slight physical abnormality 
is magnified out of all proportion and 
is regarded by the individual as sufh- 
cient cause for total and absolutely per- 
manent disability. 
who actually enjoy poor health. 

In the fourth you will find many cases 
that are perfectly legitimate but it is 
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equally true you will find many that are 
not. These consist of the claims in- 
volving nervous disorders and they 
above all demand constant observation. 
If supported by competent medical ad- 
vice, it is many times advisable to in- 
sist that the insured can work and that 
indemnity can no longer be paid. 
Medical Profession 

Not an Exact Science 

While we admit that the science of 
medicine in its various branches is of 
paramount importance in the diagnosis 
of disease and in the rehabilitation of 
disabled lives, I think it can be said with 


all respect to the profession that it is | 
not an exact science so that even the 


most experienced doctors may some- 
times err in their diagnosis and treat- 
ment of a particular case. As a claim 
progresses it frequently happens that 
more can be accomplished by a success- 
ful non-professional individual 
ating in the role of a competent adjuster 
than by any further medical advice or 
treatment. 


Class of Cases Where Real 
Disability Has Existed 


The first two types include the cases 
where a real disability has existed but 
where, to all outward appearances, the 
insured is unduly protracting his period 
of convalescence and by reason of so 


doing alleges continued total disability, | 


and the case where individuals have 


oper- | 


had an illness so long that they have | 


resigned from active business. 


Such | 


claimants are apt to be either men well | 
along in years who look with favor upon | 


a retirement or men whose businesses 
allow them to be absent for a long pe- 
riod of time without causing them any 
diminution in income. 


Practice of English 
Companies Revealed 


It might be 
here the English practice with respect 
to the allowance of total permanent 
disability benefits. Not long ago in an 
address given to insurance 
English underwriter stated that it was 
the practice of English companies to 
allow disability benefits only to age 60 
or 65, to preclude this particular con- 
tingency that presents a very real prob- 
lem to most of us. We will not grant 
these benefits to individuals who have 
attained ages in excess of certain speci- 
fied limits, but if he has become disabled 
while insured prior to that age, I have 
been unable to find any policies written 
by companies on this continent which 


of interest to mention | 


men, an | 


state that income will not be continued 


until death or recovery. 


Specialist Can Often 
Be of Assistance 


Here again, the 


recognized specialist | 


can often be of assistance to the com- | 


pany, 
tially negative and shows the individual 


for if his examination is essen- | 


to be in a reasonably normal condition, | 


the company may be conferring a thera- 
peutic benefit in discontinuing any fur- 
ther allowance. This can most suc- 
cessfully be accomplished in 
negotiation with the insured by a com- 
petent claim man. 

The same method can be employed 
with those claimants—chiefly owners of 
businesses with independent incomes— 
who may be sufficiently recovered to 
resume their executive duties in the 
early part of the winter but who prefer 
to sojourn in the warmer parts of our 
country for the remainder of the winter. 
It is not often that you will meet with 
fraudulent attempts to secure company 
funds with this type of risk. Most of 
them honestly believe themselves en- 
titled to indemnity although the amount 
involved may be insignificant as com- 
pared with their total income. 


Good Results from 

Discontinuing Benefits 

The third and fourth types can be 
considered together. Backed by as com- 
plete medical information as the claim 
specialist has been able to secure, and 
failing in direct contact with the indi- 
vidual involved, it not infrequently hap- 

(CONTINUED ON PAGE 28) 
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Our Agents Have 


A Wider Field— 


An Increased Opportunity 


Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 


Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Medical. 


Same Rates for Males and Females, Medical and Non-Medical. 
Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. | 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 


for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Ill, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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(Topics of The Connecticut Mutual) 





No. 9 


Vol. II September, 1927 





Our Business 


“This is to notify you that I have now been pro- 
nounced able to return back to work, also that 
I no longer claim the disability benefits. I 
am thanking you very deeply for the past ac- 
commodation you have favored me with. The 
disability benefits have been a great help to 
me during my recovering back to health again.” 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
HARTFORD 


Over 80 years in Business 1927 


1846 





WHAT’S AHEAD? 


That question is m the mind of every am- 
bitious man. It's in your mind 
li the answer does not satisiy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity 
Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $70,100,000 in 
assets and over $343,000,000 insurance in force. 
More than 36,000 direct leads @ year 
from Heed Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 


=== 


DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


OBERT F. PALMER 
General Agent for Illinois 
BERKSHIRE LIFE INS. CO, 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 
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Companies Are Being Burdened 


INSURANCE COMMISSIONER Howarp P. 
DunuaM, of Connecticut, in speaking be- 
fore the INSURANCE ComMMiIssIONERS Con- 
VENTION at Cincinnati, brought out one 
point that might be well sent home with 
emphasis to-all state insurance depart- 
ments. He said: “An agreement on our 
part to limit demands for statistical data 
and other information from insurance 
companies to such matters as are really re- 
quired for our wise regulation of these 
companies would be of great advantage. 
There is a tendency on the part of all 
bureaus and commissions to call for in- 
formation of no important use to anybody, 
in disregard of cost of compilation to re- 
porting companies which is often stagger- 
ing in amount. An earnest common effort 
to counteract in our case what seems to be 
a natural tendency of all sorts of com- 
missions would be a reform in the ultimate 
interest of the insuring public.” 

Insurance companies, railroads, public 
utility companies and others under govern- 


Selling Old Age 


Lire insurance companies report that 
more insurance is now being sold for 
the protection of men themselves who 
pay the premium realizing that when 
they reach an age when the forces of 
life are sluggish they may be in need 
of a comfortable income. As a matter 
of fact this is the age of young men. 
The business and world 
demands men with enthusiasm, punch, 
endurance, agility and resourcefulness. 
These qualities accompany youth. 

Many concerns now make the com- 
pulsory retiring age 65. It does not 
matter whom it hits, large or small. 
One of the tragedies of today is the fact 
that many men past 50 find themselves 
without a position when they can ill 
afford to be deprived of their regular 
income. It is because of this that life 


professional 


mental control or regulation are complaining 
of the increasing demand on the part of 
the government for statistics and material 
which when procured are filed away with- 
out often being looked at. A vast amount 
of matter is thus accumulated, companies 
are put to great expense and trouble and 
the data when gathered is not put to any 
use, 

Governments have the right to require 
such information as is relevant and neces- 
sary to reach a conclusion as to whether a 
corporation is functioning as it should and 
complying with the laws. Only such data 
should be required as can be put to prac- 
tical and constructive uses. We are in an 
era of too great regulation and strangula- 
tion. We are howling about the expense 
ratio and yet the state governments them- 
selves in requiring this unnecessary in- 
formatien and besieging the companies for 
all sorts of statistics and material are add- 
ing greatly to that expense. Commissioner 
DUNHAM has spoken wisely. 


Income Policies 


insurance agents are pointing out in the 
program of life insurance the necessity 
for having a plan giving income for life, 
starting at age 60 or 65 for example. 
There are thousands of useful men to- 
day who are retired from business 
solely on account of age. They undoubt- 
edly would continue to be valuable to 
their employers. Regardless of that, 
many enterprises want younger blood 
and the older ones are eliminated. 

While the head of a household should 
provide for his dependents, he has a duty 
to himself. There is no more unfortu- 
nate condition than that of dependence 
in old age. It is possible through the 
medium of life insurance to provide an 
income so that one arriving at age 60 
or65 can live in comfort and be inde- 
pendent. 


Major Asset Is Time 


Hucu D. Hart, vice-president of the 
Penn Murvat Lire, believes the major 
asset of an insurance man is time. He 
said there may be but little difference 


between one salesman and another, but 
that difference may be defined in the 


use or non-use to which he puts his 


major asset, which is time. 


Women Appreciate Insurance 


We must acknowledge the fact that 
women are becoming more and more in- 
terested in life insurance. The special 


magazine of the NATIONAL FEDERATION OF 
Business & ProressionaL WomEN’s CLusB 
now states that 78 percent of business 


club women carry life insurance. The 
magazine recently sent out a question- 
naire. Business women are appreciating 
the necessity of establishing a program 
of thrift and protection through life in- 
surance. 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











F. E. Beatty, who has been manager 
of the central division of the Occidental 
Life of Los Angeles in charge of Mon- 
tana, North Dakota, South Dakota, 
Wyoming, Nebraska and Colorado, with 
headquarters at Great Falls, Mont., has 
been transferred to the home office in 
charge of the same division. Charles J. 
Turner, leading producer of Montana, 

will have charge of the Great Falls of- 
fice as agency supervisor. Wesley Styles 


| 
| 


is resident manager in charge of North | 


Dakota and South Dakota. Nebraska, 


Wyoming and Colorado are under the | 


supervision of A. S. Cartwright, with 
headquarters at Denver. 

Mr. Beatty is a native of Waco, Tex. 
His early work in life insurance was 
with the Oklahoma National Life and 
the Missouri State Life. Shortly after 
the State Life of Great Falls, Mont., 
was organized he became secretary and 
general manager. He was acting in that 
capacity when the company was merged 
with the Occidental Life in 1924. 


John J. Reinhard, vice-president of the 
Sisley & Brinckerhoff agency of the 
Travelers in New York, died at his 
home in Forest Hills last Thurdsday 
following a heart attack. Mr. Reinhard 
had been in poor health since last spring 
when he suffered an attack of influenza 
and had been unable to work at his 
office during the past month. He had 
been in the insurance business for a 
quarter of a century, starting with the 
Equitable Life of New York and very 
shortly transferring to the Travelers 
with which company he remained as 
agent and general agent until his death. 


James L. Madden, who recently re- 
tired as head of the Insurance Depart- 
ment of the United States Chamber of 
Commerce to become one of the Metro- 
politan Life vice-presidents, was pre- 
naud the other day with a magnificent 
set of silver by the Insurance Advisory 
Committee in tribute to his efficient 
service. Mr. 
insurance commissioners’ 
Cincinnati this week. 


meeting at 


James W. (“Sunny Jim”) Smither, 
New Orleans manager of the Union 
Central Life and a Tunney fan, was in 
Chicago for the big fight last week. 
He had a ringside seat with Darby A. 
Day, Chicago manager of the company, 
who is personally acquainted with both 
Tunney and Dempsey and is a Dempecy 
fan 


R. A. Trubey of Fargo, N. D., state 
manager of the Guardian Life, was re- 
elected president of the Red River Val- 
ley Area, Boy Scouts of America, at the 
annual sessions of the council at Valley 
City, N. D. Mr. Trubey has been ac- 
tively engaged in Scout work for a num- 
ber of years and has been instrumental 
in the rapid strides made by the Scout 
organization in that locality. 


John Marshall Holcombe, Jr., man- 
ager of the Life Insurance Sales Re- 
search Bureau, will be one of the active 
men at the coming convention of the 
National Association of Life Under- 
writers in Memphis. Not only will he 
be occupied as chairman of the group 
meeting for managers and_ general 
agents Thursday afternoon, but he and 
his associates are conducting a three- 
day school for managers beginning 
Monday, Oct. 10. At the managers’ 
school, approximately 60 managers and 
general agents, representing more than 
30 companies, will engage in an _ in- 
tensive study of the major problems in 
agency management. 


Charles F. Williams, vice-president of 
the Western & Southern Life of Cincin- 
nati, induced the National Convention 
of Insurance Commissioners to hold its 
annual meeting in his city this week. 
Mr. Williams is one of the camp follow- 
ers of the Insurance Commissioners 


}ot the commissioners in 


Madden is attending the | 








ee 


CHARLES F. WILLIAMS 
Vice-President Western & Southern, who 
is Prominent at Insurance Commission- 

ers’ Meeting 





Convention and is decidedly popular. 
He entertained the executive committee 
Cincinnati 
when they gathered to arrange for the 
program. He has been the active chair- 
man of the local arrangements commit- 
tee in Cincinnati. 


Dr. William A. Fricke, one of the 
most colorful figures in the insurance 
business in Wisconsin, died at Madison, 
Wis., on Sunday, aged 70. At the time 
of his death he was examiner of meth- 
ods and practices in the Wisconsin de- 
partment. He gained nation-wide rec- 
ognition during the New York investi- 
gation in 1906 when he acted as coun- 
sel for several of the New York life 
companies. He held degrees in law, 
medicine and dentistry. 

He was born in New York and went 


| to Milwaukee when he was a boy. He 








served as insurance commissioner of 
Wisconsin from Jan. 7, 1895, to Oct 
15, 1898, when he resigned and went to 
New York to become general agent for 
the Union Central Life. Later he was 
in the actuarial department of the Aetna 
Life at Hartford. 

He returned to Wisconsin after the 
New York investigation and organized 
the Great Northern Life and the Em- 
ployers Mutual Liability at Wausau. 
He was vice-president of the Great 
Northern Life for several years. Dr. 
Fricke is credited with being the author 
of the workmen's compensation law in 
Wisconsin and he did a great deal of 
work on it, through his connection with 
the Employers Mutual Liability. 

He was counsel for the Northwestern 
Casualty & Surety of Milwaukee for a 
time and after terminating that posi- 
tion he opened an office as insurance 
counsellor in Milwaukee. In Septem- 
ber, 1924, he received a temporary ap- 
pointment in the insurance department 
to work on the recodification of the in- 
surance laws of the state, which was 
turned down by the legislature. Since 
that time he has been associated in the 
department. He has written several 
books on the history and evolution of 
insurance. 


agent of the 


John Boyle, 


general 


| Minnesota Mutual Life in Chicago, left 


that city last Tuesday with his brother 
Bernard for a two-month stay in Ire- 
land. The brothers will .spend their 
time principally in County Donegal. 
The trip will combine business and 
pleasure. During the brothers’ absence 
the Chicago Minnesota Mutual office 
will be in charge of Catherine Bruen. 
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aay oa Commissions on Full 


for That City 


ay. eee Premium on Sub- 


eral agent of the Connecticut General 
Life in Cincinnati, will hereafter devote ° e 
his time to personal production. On 

Oct. 1 the company will establish a My an ar O 1c01eS 
branch office at Cincinnati, with Wil- 
liam L. Smith, who has had consider- 
able experience both at the home office 
j and field, as manager. H. Reinke has 
been appointed cashier. The office will 


be in the Union Trust building. The Lincoln National Life now 
J. O. Mellin ° . 

J. O. Mellin, who was omnes, Se pays commissions upon the same rate 
uty insurance commissioner in } — ; _ . 
ee as on standard policies upon the entire 
Northern Life. He will have his head- 


quarters in the Plymouth building at premium on policies issued on a sub- 


Minneapolis. W. A. Gillis is state man- 


ee ne ee Oe standard basis except in the case of 
M. H. Miller temporary extra premiums. 


Mahlon H. Miller has been appointed 
supervisor of the group department of 
the Taylor agency of the Equitable Life 
of New York in Philadelphia. 





























LIFE AGENCY CHANGES | 

















OPENS CINCINNATI BRANCH 




















Theodore Nicolet 


This is another one of the fourteen 
Theodore Nicolet has been made gen- progressive changes made effective by 

eral agent of the National Life of Ver- . ° ° ~ 

mont at Albany, N. Y., in succession The Lincoln National Life on Sep- 


to T. Francis Moran. Mr. Nicolet is a 
graduate of Massachusetts Agricultural ~ 
College and had considerable general tember 15. 
business experience before entering the 


; life field. 





R. S. Randerson ° 

R. S. Randerson of Oklahoma City It offers another reason why it 

has been appointed state manager of 
the Capitol Life of Denver. Offices 4 

have been opened in the Perrine pays to 

building. 





J. Perry Meek 


J. Perry Meek has been appointed 
city manager for the Indianapolis office 
of the Indianapolis Life. Mr. Meek is 
a graduate of the University of Pennsyl- 
vania and has been engaged in adver- 
tising and sales work in New York City. 


Personnel Change Made (LINK UP(())witH THE) LINCOLN) 


On Oct. 1 the firm of Bryarly & Bur- 
rell, Washington, D. C., general agents 
of the Home Life of New York, will be 
dissolved. The new firm of H. R. Bry- 
arly & Bro. will continue as the com- 
pany’s general agents. The offices will 


remain at 1001 15th street, N. Y. Th 


: C. V. Shepherd 
C. V. Shepherd has been appointed . bed if 
} _eercral manager for the National Lie Lincoln National Life 
ceeding C. W. Timberlake who has re- 
Insurance Company 


tired. Mr. Shepherd is a graduate of 
“Its Name Indicates Its Character”’ 























the University of Iowa and a native of 
the state. He is an underwriter of ex- 
perience. 





Charles T. Ballew 


Charles T. Ballew, formerly with the 
Phoenix Mutual Life, has been ap- 
pointed assistant manager of the Kansas 
City agency of the Guardian Life, under 
A. E. Myers, manager. Mr. Ballew’s 
work with the Guardian will be w= 
supervisory. He had been with the . 

Phoenix for the past 13 years, working More Than $485,000,000 in Force 
‘ with Mr. Myers when he was manager 
forthe Phoenix in Kansas City. Mr. 
BalHlew was district manager with head- 
quarters at St. Joseph until a year ago 
when he went into the Kansas City 


Lincoln Life Bldg. Fort Wayne, Ind. 
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OPPORTUNITY 


Life - - Accident -- Health 


Participating —Non-Participating 








A prompt inquiry 
by return mail ex- 
pressing your de- 
sires or ambition 
will bring infor- 
mation that will 
enable you to cash 
in on your ability 
and experience 
on a_ profitable 
basis NOW—not 
SOMETIME. 








A complete program of serv- 
ice for AGENTS, POLICY- 
HOLDERS and PROSPECTS 


Desirable General Agency contracts 
and territory available in the follow- 
ing States: 


California 
Missouri Texas Colorado 
Oregon Kansas Illinois 
Washington Nebraska Arkansas 


Replies strictly confidential 


The LIBERTY LIFE 
INSURANCE COMPANY 


Topeka, Kansas 


CHARLES A. MOORE, VICE PRESIDENT and GENERAL MANAGER 
F. A. Ferguson, Agency Vice President 


j General Agent Wanted to take Charge of the Chicago Agency. 
|Special in inducements and a definite fine up of substantial volume 
ts immediately. 

















OUR RECORD 


Speaks for itself. Note the substantial in- 
crease in each item during the last half 


decade: 

YEAR ASSETS NEW BUSINESS IN FORCE 
1922 $ 6,985,753 $ 9,939,870 $52,236,560 
1923 8,313,834 10,931,742 58,965,532 
1924 9,689,029 12,669,799 66,514,076 
1925 11,218,930 13,958,741 74,476,527 
1926 13,036,598 16,278,354 84,447,962 


General agents who are substantial per- 
sonal producers wanted in Illinois, Indiana, 
Michigan, Pennsylvania, New Jersey, Vir- 
ginia, Maryland and West Virginia. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 




















office of the Phoenix. He will assume 
his duties with the Guardian on Oct. 1. 


GOES WITH HOME AT CHICAGO 








John J. Gordon Becomes Manager— 
McLeran & Son Remain With 
Company as Personal Producers 





John J. Gordon has been appointed 
manager of the Home Life of New York 
at Chicago. He will succeed McLeran 
& Son who will remain with the com- 
pany in Chicago devoting their time to 
personal production. 

Until recently Mr. Gordon was pro- 
duction manager for Hart & Eubank, 
general agents of the Aetna Life in New 
York. Although he is only 31 years old 





his experience in life insurance goes 
back to 1916 when he became an agent 
of the Mutual Life at St. Paul. The 
following year he entered the army and 
spent 22 months in France, becoming 
a firt lieutenant. On his return he or- 
ganized the life insurance department 
of Charles W. Sexton & Co. of St. Paul. 
In 1923 he becamee manager of the life 
department of W. A .Alexander & Co. 
at Chicago. In March of this year he 
went to the Hart & Eubank agency as 
production manager. 


Edwards Brothers 


W. H. F., Nick and H. W. Edwards 
have been appointed as general agents 
of the Philadelphia Life at Youngstown, 
O., according to a recent announcement 
by A. M. Hopkins, manager of agencies. 














EASTERN STATES ACTIVITIES ‘| 











GIVE FIRST TEST TO AGENTS 





Of 294 Taking Massachusetts Examina- 
tion 218 Passed and 76 Failed— 
Another Chance in Three Months 





BOSTON, Sept. 28.—The first com- 
pulsory examination of applicants for 
insurance agents’ licenses by the Massa- 
chusetts department was participated in 
by 294 men, of whom 218 passed and 
76 failed. Those who failed may take 
another examination three months 
hence. 

Some 253 of the 294 applicants took 
the life insurance examination, but 13 
taking the straight fire test, while 119 
were examined in accident and health. 
Of the 13 who took the fire test 12 
passed and one failed; 192 passed the 
life test and 61 failed; 99 passed acci- 
dent and health and 20 failed; 23 passed 
automobile liability and 12 failed; 13 
passed liability and workmen’s compen- 
sation and 12 failed; nine passed ocean 
marine and two failed; 14 passed bur- 
glary and miscellaneous casualty lines 
and eight failed. The one man exam- 
ined in livestock failed. There were 479 
examination papers passed in, of which 
362 were given a passing mark and 117 
marked below passing. Many took the 
examination for more than one class. 

Deputy A. E. Linnell, assisted by 
members of the department staff, con- 
ducted the examinations. The room 
used for the purpose accommodated but 
100. Unfortunately there was but one 
door to the room and, due to the pres- 
sure of the 194 others outside, those 
completing the examination could not 
get out by the door and had to go out 
by the window, jumping to the ailey 
below. 





New Company at Dayton, O. 


L. S. Pulsifer who hails from New- 
ark, N. J., is organizing a new com- 
pany at Dayton, O. He preposes to 
call it the Dayton Life. Mr. Pulsifer 
has visited the Ohio insurance depart- 
ment, stating that he has the company 
financed and will complete the organ- 
ization in a short time. 


J. S. Edwards Visits in New York 

J. Stanley Edwards of Denver, long 
prominent in the affairs of the National 
Life Underwriters Association, at the 
present time a member of the board of 
trustees, stopped off in New York a few 
days this week on his way to the Aetna 
Life home offices, after attending the 
comany’s recent agency convention at 
Biltmore. 








Montgomery at Columbus Meeting 

William Montgomery, president of the 
Acacia Mutual Life, addressed about 75 
agents and managers of the company at 
a meeting in Columbus, O., a few days 
ago. Representatives attended from 
Akron, Detroit. Cincinnati, Cleveland, 
Indianapolis, Pittsburgh, Dayton and 
Wheeling. Arrangements for the meet- 
ing were made by Leroy E. Work, man- 
ager of the Columbus agency. 





PLAN FOR EASTERN MEETING 
Tentative Program Arranged for Gath- 
ering of Northwestern Mutual 
Agents in New York in January 





PHILADELPHIA, Sept. 29.—A ten- 
tative program aimed to excel any pre- 
vious one was outlined for the annual 
meeting of the agents of the North- 
western Mutual Life in the New Eng- 
land and middle Atlantic territory, at 
a conference held in Philadelphia be- 
tween W. Ray Chapman, assistant su- 
perintendent of agencies, and members 
of the eastern group’s standing com- 
mittee. 

The eastern agents are to meet in New 
York city the first week of January, 
1927. This division of the Association 
of Agents has become such a large or- 
ganization that its meetings rival the 
annual one of the principal association 
at the home office during the summer. 

Five home office speakers are to be 
on the program for the meeting in Jan- 
uary. The meeting will last a day and 
a half, with a banquet the first evening 
and a luncheon conference the second 
day to close the meeting. The after- 
noon of the first day will be devoted 
entirely to discussions of business in- 
surance, following which a business in- 
surance clinic will be held. The second 
morning will be given over to a dis- 
cussion on what might be termed the 
mechanics of a well-ordered existence 
for the individual producer. It will in- 
clude suggestions and advice on the best 
methods which are in vogue by leading 
producers. 

An added feature of the meeting will 
be an announcement of all of the agents 
who are qualified for the race at the 
end of the six-month period for the 
Marathon Club, the Group N_ button 
winners, the class prize winners, and 
other honors which are awarded at the 
annual meeting of the Association of 
Agents next summer. 

The speakers at the luncheon confer- 
ence will be two from the home office 
and some of the leading producers, all 
of whom will be called on for brief 
addresses. 


Cleveland Agency Leads 


The Cleveland agency of the Ohio 
State Life ranked first among all the 
agencies of the company in the amount 
of insurance issued the first eight 
months of 1927, according to an an- 
nouncement made at Columbus this week 
by President John M. Sarver. Colum- 
bus was second. Toledo third and Lima 
fourth. The Ohio State Life hag 25 
percent more members in its $100,000 
Club now than it had at this time last 
year. 





R. H. Keffer Dines Staff 


R. H. Keefer, New York City general 
agent of the Aetna Life, gave an in- 
formal dinner this week to the field 
force of his organization and to the 
agents of the Aetna casualty depart- 
ment. More than 150 guests attended, 
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including Vice-President K. A. Luther 
of the Aetna Life; John S. Turn, resi- 
dent vice-president, Aetna Casualty; 
Clarence Hubbard of the Automobile, 


| and Hugh D. Hart, vice-president of 
| the Penn Mutual, formerly of Hart & 
| Eubank, who preceded Mr. Keefer here 


as general agents of the company. 








IN THE MISSISSIPPI VALLEY 

















AGENTS TO HOLD CONVENTION 





Field Force of Cedar Rapids Life from 
Four States Will Gather in Home 
Office Town 





The annual agency convention of the | 


Cedar Rapids Life will be held at Hotel 
Roosevelt, Cedar Rapids, Ia., Oct. 7. 
Members of the company’s field force— 
and their wives in many instances—will 
be present from Iowa, Nebraska, South 
Dakota and Minnesota territory. 

Mansur B. Oakes of the R. & R. 
Service will be a speaker and Dr. C. C. 
Wassam, professor of insurance in the 
department of commerce of the Univer- 
sity of Iowa, also will address the 
agency force. 

The convention will be followed by a 
banquet and dinner dance in the even- 
ing. The convention will open with an 
address of welcome by Col. C. B. Rob- 
bins, the company’s president. Secre- 
tary C. B. Svoboda and Jay G. Sigmund, 
vice-president in charge of agencies, will 
also contribute to the program. 


Goldman Builds Agency Staff 


E. Van Goldman, manager of the re- 
cently opened second Chicago office of 
the Prudential, is building a staff of 
fui.-time agents for city and outlying 
territory. He has engaged a nucleus 
group for the city and has made ap- 
pointments for Palatine, Streator and 
Park Ridge, IIl. 

Mr. Goldman announces that he in- 
tends to build solidly, and whether 
quickly or slowly will be incidental. He 
was in a managerial post for the com- 
pany in Minneapolis before being ap- 
pointed to the Chicago office, and has 
had wide experience in the business. 





Illinois Promoter Sentenced 


Warner F. Hamilton of East St. 
Louis, Ill., an organizer and promoter 
of “mutual unions” in Illinois, was sen- 
tenced in the federal court at Danville, 
Ill, to two years in prison on a plea of 
guilty of using the mails to defraud in 
the administration of the companies he 
had organized. 

Hamilton had organized the Central 
Mutual Union of McLeansboro, IIl.; 
Jefferson Mutual Union of West Frank- 
fort, Ill., and the Atlantic-Pacific Pro- 
tective League of Wayne City. Later 
these companies were taken over by 
the Monarch Life of East St. Louis. In 
a lengthy statement to the court Hamil- 
ton said the death rate became so high 
he could not satisfy the claims against 
the companies. The alleged misuse of 
the mails took place before the compan- 
y were taken over by the Monarch 

ife. 





Two More Concerns Licensed 


Two more mutual benefit associations 
have been licensed by the Illinois de- 
partment under the new law which 
brings these concerns under its juris- 
diction Jan. 1. The two are the Union 
County Mutual Benefit of Anna, III, 
with J. Fred Corzine president and 
Lynn D. Sifford, secretary, and the Uni- 
versity Mutual Benefit of Champaign, 
of which H. J. Millard is president and 
L. M. Hundley secretary. 





McNamer Moves Office 


Harry C. McNamer of the Equitable 

ife of New York in Chicago and a 
past president of the Chicago Associa- 
tion of Life Underwriters, active in both 
local and national association work, has 
moved his offices from the Peoples’ Gas 
building to 1732 Straus building at 310 
South Michigan avenue. 


,NEW OFFICES ARE OPENED 





| Leo R. Stamm, Chicago Acacia Mutual 
| Head, Takes Large Space in New 
Building—Unit System Grows 





| 
' 
| 
| Last Friday the new Chicago offices 
| of the Acacia Mutual Life were formally 
| opened in the Lake-State bank build- 
ing at Lake street and Wabash ave- 
nue. Leo R. Stamm, supervisor of the 
Chicago district, announces that he has 
taken an option on the same amount 
of space on the 18th floor of the build- 
ing as his present offices occupy and 
that after next Feb. 1 the offices will 
occupy the entire 18th floor. 

Since the reoganization of the Chi- 
cago offices of the company, with cen- 
tralization of control under Mr. Stamm, 
the agency force has been enlarged 
about 25 percent. Mr. Stamm an- 
nounces that it will be enlarged another 
25 percent within the next 30 days. 

Two more 10-man units have just 
been added to the unit system which 
Mr. Stamm has created. One of the 
new units is under direction of T. K. 
Woodburn and the other under direc- 
tion of D. D. Cohen. By Jan. 1 next, 
three more units will be added. The 
basis on which unit leaders are chosen 
is personal production and ability to 
handle men. So far, Mr. Stamm said, 
the unit system has worked very well. 
He intends giving his attention to the 
unit system until it is perfected. Per- 
fection depends solely on selecting lead- 
ers whose ability to direct other men 
qualifies them for the unit-head posts. 





Security Mutual Convention 


The annual agency convention of the 
Security Mutual Life of Nebraska will 
be held at the home office, Sept. 30- 
Oct. 1. A. J. McAndless, secretary of 
the Lincoln National Life, will be the 
principal speaker, discussing “Some Un- 
derwriting Practices.” Welcoming ad- 
dresses and discoutses on the policies 
and aims of the company will be given 
by President E. B. Stephenson and W. 
A. Lindly, for many years head of the 
company and now a consultant member 
of the staff. 

A program of a day and a half cov- 
ering such subjects as meeting competi- 
tion, whether to sell disability insurance 
along with life insurance, sales policies 
and methods, and agents’ ethics has been 
arranged, which will also include a round 
table conducted by W. T. Peterson. 














| SOUTHERN FIELD 


FALL AGENCY MEETING HELD 








Richmond, Va., Office of Connecticut 
General Life, W. C. Winter, Man- 
ager, Has Interesting Convention 





The Richmond, Va., branch office of 
the Connecticut General Life which 
opened last month under direction af 
W. C. Winter, manager, held its fall 
agency meeting last week. F 

After the address of welcome given 
by Mr. Winter, J. L. Cole, assistant 
superintendent of agencies, spoke on the 
opportunities of a life insurance agent. 
He said: 

“In considering these opportunities it 
is necessary only to review the reasons 
for the agent’s being in the business, 
for the same opportunities which at- 
tracted him to the business still exist 
today, and to a much greater degree 
than formerly. It is necessary, however, 
for the agent to be alive to his oppor- 














INDIANAPOLIS LIFE 
INSURANCE COMPANY 


Wants Managers—Direct Home Office Connection 
A Real Opportunity to Men Who Can Qualify 


For 


DES MOINES, IOWA, and EVANSVILLE, IND. 


We are not tating. for high pressured men who flit from Company to Company, but we 
1 


want honest, inte 


gent and capable men—those who believe that the correct wor of 


a an agency is by giving to Policyholders the BEST SERVICE at the LOW 


J you believe that the Company that serves its Policyholders best serves its agente 
st: 


If you want to establish an agency for yourself: 


If you believe 


that with splendid co-operation from the Home Office you can stand 


muster with the best: 

If you are willing to work and to grow, and you want a real opportunity, we have it. 
If you are at liberty to represent us, write us. 

The pyramid of figures printed below will interest you, if you like conservative, com- 
structive, steady growth in the development of Life Underwriting. 


1905 
1966 


1907 
1908 
1909 


1910 
1911 
1912 
1913 
1914 


1915 
1916 
1917 
1918 


1919 
1920 
1921 
1922 


1923 
1924 
1925 


GROWING STEADILY 
Insurance in Force 


$325,000.00 
1,281,909.93 
2,158,315.62 
2, 344,449.12 
3 037,135.59 
3,760,237.71 


4,451,264.48 

5,756,690.86 
7,011,554.27 
8,655,788.49 


10,231,921.21 
12,021,820.06 
13,665,053.54 
15,532,346.26 


20,456,374.44 
27,006,018.90 
31,275,345.88 | 
35,236,427.74 


—40,882,131.98 
46,628,369.17 
54,432,038.01 


1926 §64,065,097.61 
1927 74,000,000.00 


PURELY MUTUAL—LOW INITIAL PREMIUMS—LARGE 
ANNUAL DIVIDENDS—RESULTING IN LOW NET COST 


Operating in INDIANA, ILLINOIS, MICHIGAN, TEXAS, OHIO, MIN- 


FRANK P. MANLY 


NESOTA, FLORIDA and IOWA. 
For Agency Address 
JOE C. CAPERTON 
or Second Vice-President 


President & Agency Manager 
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BIG DIVIDEND INCREASE 


Announced by 
THE MINNESOTA MUTUAL 





Just three LIFE INSURANCE COMPANY 
acviedied SIXTH RAISE in FIFTEEN YEARS 
ingfield, Ill. , , 
goo ned Whole Life Preferred Risk Policy 
Ohio $2.50 lower net cost first year, 
Grand Rapids, $3.50 lower net cost twentieth year 
Mich. than our old Ordinary Life. 
Dividend increases on other policies 
*Closed — Two ‘ : 
Left in proportion. 


This places The Minnesota Mutual 
Life Insurance Company among 
the leading low net cost companies 
of the United States. 


THE 
MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
Now a $137,000,000 company 





tunities and take full advantage of them. 
This requires industry, initiative and 
system. An agent’s progress and suc- 
cess lie to a great degree in his own 
hands, and the financial returns are 
based on his efficiency and ability.” 


Three Others Speak 


R. E. Williams of the Richmond of- 
fice spoke on accident insurance, J. R. 
Ingram of the home office spoke on 
group insurance and L. B. Hendershot, 


the use of trust agreements. 

At the afternoon session Mr. Cole 
spoke about the company’s honor rol! 
system and said that there were two 
important factors indicating agency 
progress; an increasing agency organi- 
zation each year and an increasing vol- 
ume of business from year to year by 
agents already representing the agency. 
Each agent should, as a matter of pride, 
be interested in the progress of his par- 
ticular agency and also for his own in- 
terest attempt to increase his produc- 
tion each year. The company’s honor 
roll constitutes an aim and a guide as 
an indication of his progress. He should 
strive to attain the honor roll and im- 
prove his position on it from year to 
year. No agent should be considered 
well launched in the business as a per- 
manent agent, said Mr. Cole, unless he 
attains at least the minimum honor roll 
requirement. 





Writes $100,000 Business Policy 


The State Mutual Life, through John 
C. Goode, its general agent at Richmond, 


Va., has covered Harry Bernstein of | 


that city with a $100,000 business policy 
for the benefit of Mosque Amusements, 
of which Mr. Bernstein is president. 
Mr. Bernstein is to manage a theater 
which that corporation will operate in 
the new mosque of Acca Temple 
Shriners in Richmond, soon to be 
opened. Mr. Goode, who is one of the 


leading Shriners in his home city, was |! 





active in promoting the erection of the 
new mosque, which is an imposing 
structure and quite an addition to the 
capital city of the Old Dominion. 





South Carolina Agency Meeting 


The annual rally of South Carolina 
agents of the Jefferson Standard, held 
at Myrtle Beach, S. C., was attended by 
nearly 30 agents of the company. It 


| was announced at the meeting that R. J. 


educational director, on circularizing and | Williams of Mullins was the leading 


producer in the period from Jan. 1 to 
Sept. 15. In August alone he turned in 
90 applications for a total of $234,500. 
It was also announced that production 
for 1927 to date was running $1,000,000 
ahead of last year. Among the speakers 
were Julian Price, president of the com- 
pany, and W. T. O’Donohue, vice- 
president. 


Lackey Agency in New Quarters 


An innovation in life insurance offices 
in Oklahoma City has been introduced 
by George E. Lackey, general agent for 
the Massachusetts Mutual Life, in the 
agency’s new home in the new Petro- 
leum building. This is the maintenance 
of a medical department. For one hour 
each day, one of the five examining 
physicians will be on duty at the agency 
headquarters. This gives agents an op- 
portunity to get their clients to the office 
during the noon hour, and provides a 
graceful way to get an immediate ex- 
amination. The new quarters make 
available practically two and a half times 
the floor space of the former offices. 

Mr. Lackey is planning a formal re- 
ception for the same night the building 
is formally opened. The Massachusetts 
Mutual offices are one of the show 
places of the building. Special invita- 
tions are to be sent to friends, policy- 
holders and clients and several home 
office officials have been invited to as- 
sist in receiving. 
































You are a producer 
* You want a REAL job 
You believe in yourself 
A friendly interest is needed 
Close co-operation is necessary 


Territory does make a difference 
Write or wire: S. M. CROSS, President 
OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinaati, Ohio 























IN THE ACCIDENT AND HEALTH FIELD 

















IS SELLING MANY POLICIES 





Zurich General Accident Is Meeting 
with Much Success with Its 
“Professional” Contracts 





The Zurich General Accident is mak- 
ing much headway with its accident and 
health policy for professional people. In 
the large cities, brokers are finding this 
policy very desirable to sell. The Zurich 
gives specific indemnities for the loss of 
certain members of the body, such as 
fingers, feet, eyes, etc. There is usually 
a specific indemnity mentioned for each 
digit on the hands. The professional 
work of some people depends entirely 
on their hands. This is true, for exam- 
ple, with dentists, surgeons, painters and 
artists of all kinds. With such people, of 
course, the eye is a most important fac- 














ROCKFORD LIFE 


COMPANY 


INSURANCE 


ROCKFORD, ILLINOIS 


Agency Openings In 


ARKANSAS KANSAS 
COLORADO MICHIGAN 
FLORIDA MINNESOTA 
GEORGIA MISSOURI 
ILLINOIS NEBRASKA 


OBTO Rockford Life Building 


TENNESSEE 
XAS 


Write to 
FRANCIS L. BROWN, President 


Rockford, Illinois 























tor. With others the feet loom up in 
importance, this being particularly true 
with pipe-organ players, actors, etc. The 
Zurich will pay only for specific indem- 
nity and not monthly indemnity. Its 
policy covers the loss of use of members 
of the body that are specifically named. 
It will write either an accident or a com- 
bined accident and health policy. There 
are many people in various lines of pro- 
fessional work whose skill demands en- 
tirely on certain physical factors being in 
normal shape. 





Sells Chattanooga Business 

NASHVILLE, TENN., Sept. 28.—Sale of 
its industrial health and accident busi- 
ness in the city of Chattanooga to the 
Dixie Life & Accident of Nashville was 
announced today by the American Bank- 
ers of Chicago. The consideration was 
not made public. An annual premium 
income of approximately $30,000 is rep- 
resented. This will increase the Nash- 
ville company’s total income to approxi- 
mately $90,000 a year. It is understood 
that the Chicago company will abandon 
the industrial insurance field in this 
State, but will continue its monthly 
payment business. The Dixie Life & 
Accident is a new company, receiving 
its charter last January. It has agen- 
cies in many cities in Tennessee and 
specializes in industrial and commercial 
health and accident insurance. Oury 
Harris is president. 





Reversed on False Statements 


The United States circuit court of ap- 
peals for the fourth circuit has re- 
versed judgment of the district court 
at Richmond in a suit in which Abner F. 
Dodd, insurance agent of Emporia, V2, 
won a verdict for $15,000 against the 
Union Indemnity. He shot himself in 
the foot, with the result that it had to 
be amputated, and was awarded full in- 


| demnity under an accident policy. 


The appeal court decided the case on 
the question of false representations. In 
the application, Dodd stated that in the 
previous seven years he had received 
medical or surgical attention only once. 
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It was established that he had received 
indemnity for accident or sickness on 
six other occasions in varying amounts 
in the same period. The appeal court 
said that the statement was admittedly 
false and that the plaintiff knew of its 
falsity. 


Southern Surety New Policy 


The Southern Surety has announced a 
new combined accident and disability 
policy, known as the “president's disabil- 
ity policy,” which pays full indemnity 
for nonconfining sickness, pays both sur- 
geon’s fees and hospital or nurse's 
charges, in addition to other indemni- 
ties on either accident or sickness; 
tains non-cancellable and incontestable 
provisions, pays principal sum for death 
within 120 days from date of accident, 
regardless of existence of total or 
tial disability; does not require that total 
or partial disability must begin on the 
date of the accident causing such disa- 
bility. Both male and female risks aré 
accepted, ages 18 to 60. 





Change Rules on Football Players 





cone- | 


par- | 


! 

lor for the “Free Press,” expressed re- 
grets of the newspaper that the adver- 
tisement was published and promised 
full cooperation with the department in 
| the future through rejection of all fur- 
ther copy submitted by unlicensed car- 
riers. 


New Indiana Mutual 


The American Benefit Life Associa- 
tion of Indianapolis has been organized 
under the assessment laws of Indiana 
to write life, health and accident insur- 
ance and has been licensed by the in- 
surance department. The incorporators 


INSU JRANC bE EDITION 


also the directors, are William E. Smith, 
Emery Banta and A. L. Spinning of Cov- 
ington, Ind., C. S Acree and Cc. W. 
Galeener of Indianapolis. 


C. E. Lee on Special Work 
CC. E. Lee, who for the last two years 
has been Michigan representative of the 
health and accident department of the 
Continental Casualty, has been called 
into the company’s home office in Chi- 
cago He will travel out of the home 
office on special work in the company’s 
larger agencies on health and accident 
work 








NEWS ABOUT 


LIFE POLICIES 








Policy Literature, Rate 
t’” and “Little Gem,” 
ICE, $4.00 and $2.00 respectively. 


Books, etc. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Published Annually in May and April respectively. 


Supplementing the ‘‘Unique Manual- 
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age provides for payment of $5,000 at 
age 65, or for death before that date, 
| 





or $39.50 monthly income for life after 
age 65. Accident coverage provides for 
$10,000 payment for death from acciden- 
tal bodily injuries, or $15,000 for 
death from special accidental bod- 
ily injuries occurring while trav- 
|} eling, or from explosion, fires, cyclones 
or lightning; loss of sight of both eyes 
from accidental bodily injuries, $5,000; 
| loss of hands, arms, feet or legs, $5,000; 
| with double indemnity for special in- 
| juries The health coverage provides 
| monthly indemnity for total disability 
|} from sickness or disease, house confine- 
|ment not required, $100 

' 

} 





Centra] Life 


Life of 
revisions in 


| The Central 
;nounced some 
; Clause, having adopted a $0-day clause 
| which removes all ambiguity. Slight 
| changes are made in both the waiver 
disability and the income disability 
| clauses 
| 


Iowa has an- 
its disability 














: } Montana Life | double indemnity and total and perma- Oklahoma Associations Reorganize 
The Business Men's Assurance has ; yas |} nent disability. It is the regular policy . . 
made a change in its rule in regard to | _Applicants eligible under selective | with guaranteed cash loan and paid-up Two burial associations of Oklahoma 
writing accident and health insurance risk rules of the Montana Life will here- | endowment features. It will be writ- have reorganized, to conform to the in- 
on college and university students play- | @fter be accepted on that plan for poli- | ten without medical examination, with | mvanes Lawes of Oklahoma, according to 
ing football, or on any group playing foot- he in amounts of $500 on all regular |the use of the usual nonmedical blank Royce Savage. assistant insurance com- 
ball. Heretofore the company has issued | forms except term, preferred risk and |The policy will be issued in units of |™!Ssioner. They are the Macedonia 
policies to those playing on football | joint policies. On all policies less than |g) 990, with a maximum of $3,000 on | BUrial Association and the Loyal Order 
teams on a quarterly basis. The claim | $1,000 no disability or double indemnity males and $2,000 on females. The rates |°f Pyramid Builders, both Negro or- 
experience was so unfavorable that it has | benefits will be granted. The commis- | ner $1,000 are as follows, per month: canizations, of Muskogee. These asso- 
been decided to write those engaged in | Sion on such policies will be 10 percent | Demis ee _—- Seen oon ton ciations, with 80 other similar in pur- 
playing football for combination Class E | less than on those for $1,000 or more. | 74 $1.28 24 $1 78 Hr ha $2.99 pose, were recently notified by Com- 
policies on the annual basis only. | The smaller policies are issued, the com- | }; 131 25 184 39 314 | missioner Read that to continue to 
pany points out to its agents, to be used EE 1.33 26 1.29 40 3.28 | Operate in the state they must be li- 
° 99 |as “fillers for idle moments” to canvass | 13 1.36 27 1.95 41 3.45 | censed by the insurance board, and con- 
Stop Mail Order “Ad |} persons who otherwise would not be FE 1.39 28 2.02 42 . 3.62 |form to all laws governing insurance 
LANSING, MICH., Sept. 28—Recently | considered prospects ise vt +4 tt . ; ret companies operating in Oklahoma. 
the Detroit “Free Press” carried an ad- | . 12 1 49 31 2.23 45 4.25 
vertisement of the National Protective In- | . 1X8 1.52 39 2 32 46 452 
surance Association, an unauthorize d car- | Federal Life 19 1.56 33 2.41 47 . 4.81 Dedicate New A. I. U. Building 
rier, in which a limited travel accident The Federal Life of Chicago has an- | 20 1.60 34 2.51 48 5.13 ‘ 
policy was offered at a rate of $3.50 for | nounced a new special endowment policy | 2! 1.64 3 2.61 49 5.50 | The new home office building of the 
$5,000 coverage. Mail applications were so- | for issuance to readers of the Chicago | 5 "33 + > + ” one | American Insurance Union at Colum- 
licited. Ralph Wade, second deputy insur- | “Tribune.” Heretofore the company has | ~ = : sein bus, O., one of the five tallest structures 
ance commissioner, happened to see the | issued convertible term policies and an in the country, was dedicated this week 
“ad” and immediately wrote to the news- | ordinary life in the newspaper offer, but . se.) : sige es 
paper urging its cooperation with the |this is the first use of the endowment Sentinel Life’s New Policy with many persons prominent in fra- 
department in preventing further adver- | policy in this connection. Large ad- A new life, health and accident policy ternal insurance present. J. J. Lentz, 
tising of this sort. vertising space was used to announce |has been announced by the Sentinel Life | the president, was reelected and _ pre- 
In answer to the department's protest, | the features of the policy which is in- | of Kansas City, called the “all-time per- | sented with a purse of $33, 000—$1,000 
William B. Lowe, advertising counsel- | troduced as an endowment at 65, with !sonal protection policy.” The life cover- | for each year of his service as president. 
— z 
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MEN OF VISION— 


CHOOSE OUR COMPANY, BECAUSE— 


It is old enough to justify confidence. 
It has had enough successful business experience to guarantee future success. 
It has the necessary equipment for the salesman. 
It issues a complete line of up to date policy contracts, both participating and non-par- 

ticipating, with Double Indemnity and Disability Benefits. 
It has an educational program for the agent that will materially aid in promoting 

success. 
It will give you Home Office cooperation that is worth while. 
The agency management is under men who have had actual experience in the field. 


If you feel that you are qualified and there 
is a reason for you to be interested, write 


A. B. OLSON, Manager of Agencies 


BANKERS LIFE INSURANCE COMPANY — 


OF NEBRASKA 


: NEBRASKA 
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You Can Sell 


Continental Policies because they 
cover all lines of modern Life 
Insurance, including 


Participating 
Non-Participating 
Non-Medical 
New Policies for Children on Annual Dividend Basis 
Business Policies— 
Low rate Non-Par; Preferred Risk Anaual Dividend 
Sub-Standard 
Accident & Health 
Group 
Salary Savings : 
Disability Benefits, Dismemberment Benefits, Major Sur- 
gical Operation Benefits, Double Indemnity. 


Age Limits Birth to 65, Full Insurance Benefits from 
Age 5. 


All Non-Participating Life and Endowment Policies may 
be exchanged for annual dividend policies at end of 
twenty years without additional cost. 


Favorable Rate of Interest allowed on trust funds and 
instalment settlements. 


We have openings for General Agents 
at various points in our 36 states. 


Write us frankly what territory you would like, 
and we will let you know whether it is open. 


Agency Department 


Continental Life Insurance Co. 
Saint Louis 
Edmund P, Melson, President 














TEXAS 


We have a few liberal General Agency con- 
tracts to offer in Texas to experienced life in- 
surance men of character and ability, who have 
established successful records in personal pro- 
duction and agency building. All correspond- 
ence confidential. Address: 
J. T. MAYALL, Vice-President 

CENTRAL LIFE INSURANCE CO. 
500 Board of Trade Bidg., Kansas City, Mo. 











WITH INDUSTRIAL MEN 











WESTERN & SOUTHERN NEWS 


Announcement Is Made as to Some of 
the Achievements of the 
Company 





It was announced at the recent home 
office convention of the Western & South- 
ern Life that the company has paid this 
year to policyholders over $3,000,000 in 
claims, $750,000 in surrenders and over 
$400,000 in endowments. Assets are now 
over $74,000,000, and insurance in force 
almost $700,000,000. The company has 
125 superintendents, 682 assistant super- 
intendents, 2,900 agents and 35 special 
men in the field. 

John F. Ruehlmann, secretary of the 
Western & Southern, is back at his desk 
after undergoing an operation for ap- 
pendicitis. 

The Chicago West district is at pres- 
ent $500,000 ahead of its ordinary allot- 
ment. Other districts above their allot- 
ment are Toledo North, Toledo South, 
Barberton, Charleston and Butler, Pa. 

Eleven field men of the Western & 
Southern have died during the last year. 
They were: Agent James McCormick, 
Gallipolis, Ohio; Agent M. E. Walker, 
Catlettsburg, Ky.; Agent Henry Thorpe, 
Detroit; Agent Fred Bruckman, Cincin- 
nati, Ohio; Agent Howard C. Johnson, 
Chicago; Agent Glenn E. Miller, Erie, 
Pa.; Agent Leo. H. Hamburger, Newark, 
Ohio; Agent Charles Frozik, LaPorte, 
Indiana; Agent Harry L. Kelso, Cincin- 
nati, Ohio; Agent Dudley P. Bloomhuff, 
Ironton, Ohio; and Agent Edward W. 
Gerds, Detroit. 

J. Fassino has been promoted to 
the superintendency of Rockford, IIL, 
succeeding Superintendent Myers, who 
has retired from the service owing to ill 
health. 

The industrial leaders of the Western 
& Southern Life are: Superintendent W. 
P. Callahan, Hamilton; Assistant Super- 
intendent R. O. Parks, Akron, and Agent 
lL. K. Seider, Hamilton. 


Western & Southern Annex 


The Western & Southern Life has 
completed plans for a new 14-story 
building as an annex to its present home 
office structure at Fourth street and 
Broadway, Cincinnati. The annex will 
cost $1,000,000. The growth of the com- 
pany necessitates additional space. The 
new part will be directly north of the 
present home office, having a frontage 
of 80 feet on Broadway. The exterior 
will be of Indiana limestone, with gran- 
ite at the base. A modern burglar-proof 
vault will be constructed in the base- 
ment. One floor will be given over to 
a dining room and a kitchen and another 
floor will be given to recreational activi- 
ties for the employes. The new build- 
ing will be nine or ten stories higher 
than the present home office building. 


Metropolitan’s Territorial Conference 


More than 90 district managers of the 
Metropolitan Life held a territorial con- 
ference at Madison, Wis., recently, and 
representatives of the company from 
Wisconsin, Michigan, Minnesota and IIli- 
nois attended. James A. Smith, New 
York, superintendent of agencies, was 
in charge of the conference and was as- 
sisted by Supervisors H. J. Rosenberger 
and Charles Bell of New York. William 
Beringer is district manager for Madison. 





New Company Licensed 


The Federal Industrial Life of Lexing- 
ton, Ky., has been incorporated by Wil- 
liam Chism, J. T. Brown and Robert 
Link. 


Four Agents Promoted 


Agent J. L. Reese of the Equitable 
Life of Washington, D. C., has been pro- 
moted to detached assistant in charge 
for the company at Morgantown, W. Va., 
under direction of Manager Dyson. 
Agent R. H. Wessels has been promoted 
to assistant manager at Cleveland, O., 
under Manager Jenkins. Agents L. B. 
Warrick, and F. B. Sullivan have been 
promoted to assistant managership at 
Columbus, O., under Manager Campbell. 











| LEADERS’ NAMES ARE GIVEN 





| Conservative Life Lists the Men Who 
Have Come to the Front 
This Year 


The Conservative Life of South Bend, 
Ind., announces as leaders for the year: 
Joint results, Superintendent Wm. Bob- 
rowski, Gary No. 2, Agent Daniel Jadron, 
Gary No. 2; net placed ordinary, Super- 
intendent D. W. Vandyke, Hammond 
No. 2, Agent Joseph Martin, South Bend, 
No. 2; ordinary increase, Superintendent 
Wm. Bobrowski, Gary No. 2, Agent 
Joseph Martin, South Bend No. 2; monthly 
premium increase, Supt. D. W. Vandyke, 
Hammond No. 2, Agent E. O. Todd, Gary 
No. 2: collection percent, Superintendent 
Wm. Bobrowski, Gary No. 2, Agent E. O. 
| Todd, Gary No. 2; arrears percent, Sup- 
erintendent Wm. Bobrowski, Gary No. 2, 
Agents E. O. Todd, Gary No. 2, Daniel 
Jadron, Gary No. 2, Alex Czajkowski, 
Indiana Harbor and G. L. Moore, Ham- 
mond No. 2, tied. 

The Conservative Life reports that its 
net increase in business for 1927, to and 
including August, equals that for its en- 
tire year 1926, with four months still to 
go. Incidentally, the volume of business 
written has been in excess of anything 
ever done in the same period in the past, 
but the lapse ratio this year with this 
company has been higher than usual. 

President J. M. Stephenson, accom- 
panied by his wife, left the home office 
Sept. 19, for a trip to England, France 
and Germany, expecting to be back in 
about 60 days. 

The company announces promotion of 
M. T. Rossiter, agent at South Bend No. 2, 
to the superintendency of the Ft. Wayne 
No. 1 district. 

The company announces the promotion 
of E. W. Hathaway, agent at Hammond 
No. 2, to the superintendency at Muncie, 
Ind. 





LEGION GAVE ITS BANQUET 





Western & Southern Life Agents With 
Over Five Years Service Have 
Williams as Guest 


—_—_—. 


Chapter one of the Western & South- 
ern Life Legion gave a banquet at Cin- 
cinnati the other day. It is composed 
of field men having five or more years 
continuous service with the company. 
President W. J. Williams of the Western 
and Southern was the chief honor guest. 
Samuel H. Smith, superintendent of 
agencies, Division A, permanent chair- 
man of the chapter, conveyed felicitations 
to President Williams. Talks were made 
by President Williams, Director of 
Agencies H. Thomas Head, W. B. Guis- 
inger, superintendent Cincinnati North; 
R. E. Galvin, superintendent Cincinnati 
West; William Klusmeier, superintendent 
Cincinnati East; C. F. Brawley, superin- 
tendent Norwood, O.; Lee Wittrock, super- 
intendent Cincinnati Park; George Burns, 
president of the legion; D. D. Troxel, 
vice-president of the legion; Charles 
O’Connors, secretary of the legion and 
William Fisher, an agent at Norwood. 


Held Big Regional Rally 


ST. PAUL, MINN., Sept. 28.—Twenty- 
four leading producers of the Prudential 
were singled out for special honors by 
home office officials who attended a two 
days agency conference here the past 
week. About 350 representatives of the 
company attended the conference here 
and they were treated to a program of 
instructive and inspiring addresses. Pres- 
ident Edward D. Duffield of the Pruden- 
tial presided over part of the sessions 
and otherwise took an active part in the 
proceedings. Judge H. B. Wells of Bor- 
dentown, N. J., and Dr. C. J. Rockwell 
were other speakers. Other speakers in- 
cluded Franklin D’Olier and George Mun- 
sick, vice-presidents; B. B. Thatcher, a 
division manager; W. A. Thompson of 
the Minneapolis branch, and J. A. Zim- 
mer of St. Paul. A. Saunders of Milwau- 
kee, who has made a record in writing 
group insurance, described some of his 
experiences. 

Mr. Thatcher impressed upon the Pru- 
dential agents the fact that crop condi- 
tions in this district point to renewed 





prosperity and that the life insurance 
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business should share in this improved 


condition. 


Prudential Notes 


In the industrial branch of the Pru- 
dential Superintendent N W. Regan 
leads Division H on a proportionate basis 
with Superintendent W. S&S Hazzard 
second, while Superintendent W. H 
Joyce is the division ordinary leader on 
a per man basis, with Superintendent D 
W. Mersilis in second place 


Sixteen months ago Thomas S. Dornan 


was introduced to a debit covering the 
towns of Kane and Wilcox, Pa., both 
small communities and part of the 
Dubois district. Today Agent Dornan 
leads the entire agency staff of Division 
Ek in industrial increase In 1926, al- 
though having only eight months service 
to his credit he was second man. 
Announcement has been made of the 
promotion of Lee N. Smith from agent 


at Canadaigua to assistant superintend- 
ent at Geneva, both towns operated from 
the Auburn district. Mr. Smith has been 
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connected with the company since April 


14, 1924 





Metropolitan’s St. Louis Change 


John T. Murphy, long a member of 
the Metropolitan Life's agency organi- 
zation, has assumed his new duties as 
manager of the Forest Park district in 
St. Louis Mr. Murphy was introduced 
to the agents of the branch by D. Ross 
Metzger, superintendent of agencies, 
who made a special trip from New York 


for the occasion 
Mr. Murphy, who is 36 years old, is a 
native of St. Louis. He has had a rapid 


rise in the Metropolitan organization 
He started with the company in May, 
1921, as an agent on a debit in the Car- 


ondelet district, St. Louis A succession 
of pramotions took him to Wichita, 
Kan., aS manager for the company in 
that city in April, 1925 His success in 


company to 
Louis branch 


appoint 
when 


Wichita caused the 
him head of the St 
a vacancy occurred 











NEWS OF LOCAL ASSOCIATIONS 














FULTON TO ADDRESS AGENTS 





Home Life Agency Superintendent Will 
Speak to Office Heads on Man- 
agement Problems 





James A. Fulton of New York, su- 
perintendent of agents for the Home 
Life, will address a meeting of Chicago 
general agents and managers next Tues- 
day noon in the La Salle hotel on “Some 
Problems of Agency Management.” 

This will be the first fall meeting of 
the agencies’ division of the Chicago As- 
sociation of Life Underwriters. Samuel 
lr. Chase, vice-president of the associa- 
tion, will preside. 

Preparations are also being made for 
large attendance at the first meeting of 
the association, to be held Oct. 7, in the 
La Salle hotel. 

The speakers will be Roger B. Hull, 
managing director and general counsel 
of the National Association, and Leon 
Gilbert Simon, also of New York. Mr. 
Simon has addressed many important 
groups throughout the country, including 
the American Bankers’ Association. He 
is an author and lecturer on insurance at 
New York University. During the nine 
vears he has been in the business, his 
average annual production has exceeded 
$1,500,000 of paid-for business. Several 
of the large Chicago agencies have ar- 
ranged to bring all of their men to this 
meeting. 

xk * * 

Pittsburgh—The Pittsburgh association 
will meet Oct. 6. The speaker will be 
J. Fred Lawton, general agent of the 
Connecticut Mutual Life at Detroit, who 
will speak on “Playing the Game.” He 
formerly played on the University of 
Michigan football eleven. He is the 
author of “Varsity,” the Michigan foot- 
ball song. 

- a2 
meeting last week 
Louisiana associa- 


Louisiana—At its 
in New Orleans, the 
tion made plans for more activity this 
year than in any other of the 18 years 
of its existence. Bowden Caldwell, head 
of the Caldwell Promotional Service for 
Life Insurance Sales, told the meeting of 
the favorable reactions already received 
to the national newspaper campaign of 
life insurance publicity which he is con- 
ducting. R. F. Lawton, vice-president, 
announced the association's winning of 
a scholarship in the correspondence 
course offered by the National Associa- 
tion of Life Underwriters. Many of the 


members attending the meeting an- 
nounced their intention of being pres- 
ent at the National association conven- 


tion in Memphis 
* + 
Cincinnati, 0O.—The Cincinnati associa- 
tion won the university scholarship prize 
offered by the National association for 
increased membership during 1926-1927 
The association made the greatest per- 
centage of increase in its class, compet- 
ing with such cities as Dallas, Memphis, 
Newark, Albany and Columbus. 
: 2 s 
San Francisco—Forty new members 
were admitted to the San Francisco as- 
sociation at the first meeting following 
the summer vacation when the Metro- 





acted as host to more than 
100 members Louis Ferrari, vice-presi- 
dent and counsel of the Bank of Italy, 
who made the principal address of the 
evening, was generous in his praise of 
the part life insurance companies and 
their funds have played and are playing 
in the development of the country 
a ae 

Maine—The Maine association will 
hold its sixth annual sales congress in 
Portland Oct. 11. Men of national promi- 


politan Life 


nence will be on the program 
i 
New Haven, Conn.—The New Haven 


meetings this 
Vice-president 
Gen- 
Part 


association opened its fall 
week with an address by 
John M. Laird of the Connecticut 
eral Life on “Selection of Risks as 
of Salesmanship.” 
ok na * 

Kans.—The Topeka 
tion has announced its program for Oc- 
tober. The association has a campaign 
on to secure at least 100 members by the 
end of the year. There will be five regu- 
lar meetings in October and three will 
be experience sessions wherein the older 


associa- 


Topeka, 


agents are expected to tell the young 
ones some things about how they 
landed some business or why they be- 
long to the association The detailed 
program follows 

Oct. 1—“Protecting the Public,” OO. C 
Thompson, “Kansas Farmer” and “Mail 
and Breeze.” 

Oct. 8—"“Why We Should Be Members 
of the Association,” discussion by all 
members. 

Oct. 15—“How I Pulled Through My 
First Year in the Life Insurance Busi- 
ness,” by all members present. 

Oct. 22—Regular monthly business 


meeting of the association 


Oct. 29—"“My Easiest, Hardest, Most 
Profitable or Most Interesting Case.” by 
all members. 

* * * 


Sioux City, Ia.—President J. O. Broleen 
of the Sioux City association announces 
an important meeting for the evening 
of October 7. J. R. Hardin, president of 


the Mutual Benefit Life; Dr. W. R. Ward, 
medical advisor, and Oliver Thurman, 
superintendent of agencies of the same 
company, will be guests of honor Mr 
Thurmen will be the principal speaker 

W. D. Morton, general agent in Sioux 
City for the Mutual Benefit Life, will 
hold an agency meeting Oct. 8 which 
will be attended by a large number of 


agents of his territory 
ok * 


Salt Lake City, Utah—The Utah asso- 
ciation resumed its activities with a 
luncheon-meeting, which took the form 
of a testimonial to the association's 16 
past presidents, nine of whom were 
present Among them was George D 
Alder, manager here for the National 
Life of Vermont and president of the 


association. 
who were former presi- 
Alder, Joseph V. Smith, 


National 
The speakers, 
dents George D. 


¢. D. Kipp, W. A. Carter and John D 
Spencer, all of Salt Lake City, gave a 
review of the founding and growth of 


the association and what it had accom- 
plished in its 22 years. 
* * * 


Sterling, 1.—Darby A. Day, Chicago 
manager of the Union Central, and presi- 
dent of the Illinois Association of Life 
Underwriters, and Clinton F. Criswell, 
secretary of the state organization, will 


address the Sterling association Oct. 5 








The Direct Agency System a Success 
One Hundred Millions in Force 


| THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 














It took the first company thirty (30) years and the 
second company twenty-eight (28) years to accomplish 
what The Columbus Mutual has accomplished in nineteen 
and a half (19%) years. 


Our business has all been written direct through our 
own agents. THE COLUMBUS MUTUAL HAS PASSED 
IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 
AGE OR OLDER and only one younger company has more 
business in force which did not combine with or reinsure 
other companies. 


“TWO HUNDRED MILLION IN '32” 
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Delegations are expected from Daven- 
port, Dixon, Rockford and surrounding 
towns. 

The Sterling insurance men are plan- 
ning a special drive for members that 
will make the association one of the 
most active organizations in the state 
body. 

* * * 

Rockford, lll.—Carl A. Peterson, vice- 
president of the Mutual Trust Life of 
Chicago, will address a dinner meeting 
of the Rockford association Oct. 3 on 
“What Is the Price?” 

x * * 

Decatur, Il.—Harry C. McNamer, one 
of the leading personal producers in the 
Courtenay Barber agency of the Equita- 
ble Life in Chicago, will address the De- 
eatur association Sept. 30, using as his 
subject, “Seeing Your Prospect as He Is.” 

* * * 

Buffalo, N. Y¥.—At a meeting of the 
Buffalo Life Underwriters Oct. 17, Chan- 
cellor Capen of the University of Buf- 
falo will award diplomas to students 
who have satisfactorily completed the 
requirements and conditions of the 1926 
University of Buffalo summer schoo! in 
life insurance salesmanship. Diplomas 
will be awarded only to those students 
who completed the scholastic require- 
ments and in addition have paid for 
$100,000 of life insurance on not less 
than 12 lives, or have paid for life 
insurance on not less than 35 lives, dur- 
ing the year ending Aug. 8, or if the 
student has been assigned to work other 
than soliciting that such work has been 
satisfactorily done. More than 260 
students have attended the classes. 

Dr. Charles J. Rockwell, head of the 
Rockwell Life Insurance Training 
Course and editor of “Life Insurance 
Salesman,” will address the Buffalo Life 
Underwriters Oct. 17. 


COMMISSIONERS HOLD 
SESSION IN CINCINNATI 


(CONTINUED FROM PAGE 3) 


said he is opposed to dishonest insur- 
ance whatever its type may be. It is 
easier to manipulate mutual companies 
than stock and undue advantage is taken 
of the system for graft. Most mutuals, 
he said, are admirably managed and 
honestly handled by their officers. 
There are a few complaints he said of 
the farm mutuals. Large expenditures 
for the persona] use of officers and di- 
rectors of some mutuals are charged to 
advertising publicity and miscellaneous 
account. He urged that the commis- 
sioners give attention to this subject 
because it is one that is deserving of 
full consideration, 


Caldwell Discusses Taxes 


President A, S. Caldwell of Tennessee 
in his address condemned increase in 
taxation on insurance companies, stating 
they were singled out for tax purposes 
far beyond other lines of business. He 
said the increase in taxation in Ohio 
on premiums, amounting to 3 percent, 
was a step backward. It not only will 
affect outside companies but will par- 
ticularly affect Ohio companies through 
retaliatory laws. 

Commissioner Dumont of Nebraska in 
a resolution condemned the Ohio ac- 
tion, stating it will be an added bur- 
den through indirect taxation on thrift 
and a discrimination against those who 
purchase insurance not only in Ohio 
but in other states on account of the 
retaliatory laws. 


Dumont Offers Resolution 





His resolution was as follows: “Re- 
solved, That this convention of insur- 
ance commissioners go on record as 
condemning the recent act of the legisla- 
ture of Ohio in raising the taxes on 
insurance premiums, as being discrimin- 
atory, unfair and unjust to the insuring 
public. 

“Resoived, That a copy of this resolu- 
tion be transmitted by the secretary of 
this convention to the governor of Ohio, 
with the request that the same be pre- 
sented to the next session of the Ohio 
legislature.” 

Mr. Dumont also offered a resolution 
praising the insurance department of the 
United States Chamber of Commerce 
for compiling and broadcasting figures 
showing the amount of taxes and fees 
collected by the various states from in- 





surance companies. Of the total amount 
collected, less than 4 percent is used to 
maintain the supervisory departments 
of the various states. Mr. Dumont 
characterized this as enlightening in- 
formation. 


Canadians Were Guests 


President Caldwell announced that 

; Sharpe, insurance commissioner 
of Quebec, and president of the Canad- 
ian Association of Insurance Superin- 
tendents, and R. Leighton Foster, super- 
intendent of Ontario and secretary of 
the Canadian Association, were pres- 
ent. Mr. Sharpe conveyed the greet- 
ings of the Canadian organization. 

Cyrus Locher, director of commerce 
in Ohio, armed with an imposing ar- 
ray of Ohio statistics on all sorts of 
subjects, gave the address of welcome 
on behalf of the state. Stanley Mat- 
thews, vice-mayor of Cincinnati, wel- 
comed the Convention for the city. 
The response was made by C. R. De- 
trick of California, vice-president of the 
Commissioners’ Convention. Secretary 
Joseph Button of Virginia announced 
after roll call that there were 37 states 
represented. Mr. Button also stated 
that the following former presidents of 
the convention were present: Arthur 
I. Vorys, J. V. Barry, Jesse S. Phil- 
lips, M. J. Cleary, C. W. Fairchild, T. B. 
Donaldson, W. R. C. Kendrick and H. 
L. Conn. 


Adopt Mine Program 


Colonel Button as chairman of the 
special committee on coal mine work- 
men's compensation insurance gave a 
report and outlined a program which 
was unanimously adopted without dis- 
cussion, 

There was a large attendance of com- 
missioners, members of their staffs, 
company men and organization officials: 
Ohio, Indiana, Kentucky and New York 
brought the largest number of depart- 
ment men, 

John B. Smith, assistant insurance 
commissioner of Kansas, spoke on the 
Kansas insurance code, tracing the de- 
velopment of this legislative enactment 
from the adoption of the first insurance 
legislation in Kansas in 1863 to the pres- 
ent status. He showed the necessity of 
recodification by explaining the early 
legislation, which was largely in connec- 
tion with safeguarding against the In- 
dians and the elements, the plague of 
grasshoppers being a particularly im- 
portant item. Under those circumstances, 
the Kansas legislation was adopted with- 
out regard to the national aspect of in- 
surance and found itself with some 375 
sections of insurance law abounding in 
contradictions and ambiguities. 

Clare A. Lee of Oregon read a paper 
on “Educated Turns in Twisting Which 
Proposes Definition of and Remedy for 
Twisting.” Superintendent Beha of 
New York on Thursday morning gave 
his address on “Insurance Stock Hold- 
ings.” Commissioner Dunham of Con- 
necticut read a paper on “License Uni- 
formity” and Commissioner Monk of 
Massachusetts explained the compul- 
sory automobile law of his state and 
made some observations on the results 
of eight months operation. 


Beha Discussed Investments 


Superintendent James A. Beha of 
New York addressed the Insurance 
Commissioners’ Convention at  Cin- 
cinnati this week as follows: “The rapid 
progress and growth of the business 
world has been due to corporate enter- 
prise. Where corporation activity in- 
volves more or less a trusteeship, special 
safeguards have been required. So we 
find, particularly as affecting banking 
and insurance companies, extensive and 
restrictive legislative enactments not 
only as to the conduct of their business 
but also as to the character of their in- 
vestments. 

“Under the New York laws domestic 
life companies are permitted to invest in 
first mortgages on improved real estate 
to the extent of two-thirds of its value, 
and in government securities and ade- 
quately secured bonds issued by private 
corporations. Life companies are not 
permitted to invest either directly or in- 





directly in the stocks of other corpora- 
tions, excepting that they may invest in 
bonds issued by other corporations 
which are partly secured by corporate 
shares, provided such shares do not ex- 
ceed one-third the value of the security 
behind the bonds. 

“Domestic companies other than life 
are subjected to less restrictive invest- 
ment regulations. Such companies are 
permitted to invest their minimum capital 
only in the same kind of securities in 
which a life insurance company is per- 
mitted to invest. The excess capital and 
surplus may, however, be invested in 
stocks of other solvent corporations, 
subject to certain restrictions.” 


Longworth Is Banquet Speaker 


Nicholas Longworth, congressman 
from this city and speaker of the House, 
was the only one who gave a talk at 
the banquet Tuesday night. He was in- 
troduced by Superintendent Safford of 
Ohio. The commissioners regret the re- 
tirement of the veteran Mississippi su- 
perintendent, T. M. Henry, beaten at the 
primaries by Ben S. Lowrey, who has 
been state treasurer. Mr. Henry is one 
of the oldest convention members in 
point of continuous service. 

There is a general feeling that A. S. 
Caldwell of Tennessee is entitled to 
serve another term as president be- 
cause he is filling out the uncompleted 
term of Harry L. Conn of Ohio. There 
is a coterie, however, that is backing 
C. R. Detrick of California, first vice- 
president, for the presidency and Super- 
intendent Beha of New York has been 
mentioned as a possible candidate. 





COMMISSIONER DUNHAM 
ADDRESSES CONVENTION 


(CONTINUED FROM PAGE 5) 
principles of the Constitution of the 
United States, that both the Federal 
government and every other state of the 
Union shall respect the independent sov- 
ereignty of your state and my State in 
the field of insurance as well as in all 
other spheres of government not made 
by the Constitution subject to Federal 
legislation. It is unworthy of any state, 
however proud of its economic re- 
sources and of the intellectual ability of 
its statesmen, to endeavor to force its 
domestic policies on other states. 

“The Connecticut laws provide that 
its life insurance corporations shall 
make no mortgage loans except on ‘un- 
incumbered real estate worth at least 
double the amount loaned thereon.’ The 
New York law, I believe, permits its 
life companies to loan on mortgages up 
to two-thirds of the value of the real 
estate mortgaged. It would be within 
the legitimate province of the govern- 
ment of Connecticut to reduce the val- 
uation of mortgages of New York life 
companies in any investigation for the 
purpose of ascertaining the financial 
condition of insurance companies to be 
admitted to do business within its bor- 
ders, provided in the judgment of its 
investigators these mortgages were 
actually worth less than their face value. 
But it would be a gross violation of the 
comity between states, which is a fun- 
damental requirement of our Federal 
Constitution, for Connecticut to en- 
deavor to enforce on New York life 
companies the formal requirements of 
Connecticut statutes regarding mortgage 
investments of its own corporations. 


Legislative Desires Varied 


“To illustrate further, I can conceive 
that a state legislature may desire, 
whether wisely or not, that its own in- 
surance companies shall not do any part 
of their business through subsidiary 
corporations. In order to enforce this 
policy, such state may enact that stocks 
of other insurance companies held by 
domestic insurance companies shall not 
be allowed any value in an examination 
of the financial condition of such do- 
mestic corporations. Such a provision 
would be strictly penal in its nature. 

“Other states may not entertain sim- 
ilar objections to the existence of sub- 





sidiary corporations. If, for instance, a 
life company of such another state 
owns, as authorized by its constituent 
law, shares of stock of a casualty com- 
pany and of a fire company, it would be 
a gross violation of that comity between 
states which is fundamentally necessary 
to the successful working of our insti- 
tutions to apply to this foreign corpora- 
tion the domestic penalty against sub- 
sidiary corporations. The stocks held 
by such life company have an actual 
value and are assets to that extent, pro- 
tecting policyholders everywhere. Vir- 
tual coercion of such a foreign life com- 
pany to cease holding such stocks by 
means of a penal refusal to allow any 
value for them in estimating the finan- 
cial condition of that company would 
infringe unjustifiably the legitimate ju- 
risdiction of a sovereign state of the 
Union to control the internal organiza- 
tion of its own corporations, 


Meddling Frowned On 


“In pursuit of uniformity of policies 
and practices in the regulation of the 
insurance business, whether it be in the 
matter of licensing agents or in any 
other field of regulation, I urge earn- 
estly, as a fundamental principle, that 
we go only so far as we may go in en- 
tire respect for any legitimate policy of 
any of our states with regard to matters 
within their own domestic province. 

“I recognize the difficulties of bring- 
ing about changes in the practices of 
insurance departments. Ruts are hard 
to get out of. We commissioners are 
in this respect merely ordinary bureau- 
crats. Bureaucratic inertia and red tape 
are matters of ancient and world- 
wide knowledge. To some who com- 
plain of this shortcoming of ours we 
have an easy retort. It would much 
facilitate our examination of insurance 
companies if they employed uniform ac- 
counting methods. They would help us 
and the public and probably themselves 
also, if they would encourage uniformity 
in their own practices, as they ask us 
to do in our regulation of them.” 





Insurance Stock 
Quotations 











H W. Cornelius of Charles Sincere 
¢ & Co. (Chicago investment 
house), gives the following current m- 
surance stock quotations: 


Div. per 
Share 

Stock Par Bid Asked Pct. 
Abr. Lincoln Life 20 30 35 5 
Agricult. Life... 50 53 ‘ 
Amer. Bankers. 1.56% 7T75c | an 
Amer. Central... 100 90 eee S 
Amer. Druggists 25 75 80 3 
Amer. Reserve.. 10 49 54 22 
Central Life, Ill. 20 43 47 8 
Cent. States Life 5 23 - 17 
Chicago F. & M. 10 13 16 8 
Chgo. Nat. Life 10 20 ons xi 
Columb. Nat. Fire 25 15 17 10 
Conserv. Life... 10 5 aaa 6 
Continent. Assur. 10 80 cnn 16 
Continental Cas. 10 83 86 16 
Contntl. Life, Mo. 10 30 34 10 
Detroit Nat. Fire 25 20 24 4 
Des Moines L.&A. 10 7 , = 
Excelsior ...... 5 9 11 - 
Farmers Natl... 5 16 18 20 
Federal Surety. 100 85 95 an 
Gt. Amer. Cas... 25 15 18 9 
Great Lakes.... 10 10 13 10 
Interntl. Life... 25 70 75 12 
Inter-South. Life 1 2% 3% 6 
Interstate Fire. 25 33 35 4 
lowa Natl. Fire 100 12 130 s 
Iroquois Fire... 50 40 60 ron 
Lincoln Nat. Life 10 89 $3 20 
Metropolitan ... 10 9 11 10 
Milwke. Mech... 10 47 50 18 
Mo. State Life.. 10 78 80 12 
Montana Life... 10 11 13 8 
National Cas.... 10 45 49 16 
New Bruns. Fire 10 47 50 “ai 
New Cent. Cas.. 50 85 95 s 
New Eng. Fire 10 40 45 15 
New Hamp. Fire 100 350 coe 16 
No. Amer. Life. 50 176 185 20 
Northern St. Life 10 12 ees 8 
Northw. Nat.... 25 160 cae 30 
New World Life 10 11% 13% 8 
Ohio Nat. Life.. 10 38 as 8 
Old Line Life... 10 32 35 15 
Peoria Life..... 10 45 ban 15 
Pioneer Fire... 20 20 one ae 
Southern Sur... 100 axe 145 16 
Stand. Am. Fire 25 eas 12 - 
St. Paul F.@M. 25 190 200 14.4 
Western U. Life 100 175 8 
Wise. Nat. Life 10 16 s 
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COMMISSIONER LEE 
DEFINES “TWISTING” 


SUGGESTS LEGISLATIVE AID 


Oregon Insurance Department Chief 
Reads to Cincinnati Convention 
Text of Proposed Law 


Commissioner Clare A. Lee of Ore- 
gon addressed the Insurance Commis- 
sioners Convention at Cincinnati on the 
matter of “Twisting,” saying in part: 

“Very few of the statutes of the vari- 
ous states give a clear and concise defi- 
nition of ‘twisting. However, these 
laws are aimed at the practice or prac- 
tices which commonly go by that name. 

“It is difficult to put into words just 
what the practice of ‘twisting,’ when ap- 
plied to insurance, embraces. To have 
a clear conception of what the term im- 
plies, one must be familiar with what 
constitutes misrepresentation in the in- 
surance business. Misrepresentation is 
so closely allied to ‘twisting’ that it is 
hard to conceive of a ‘twister’ operating 
without misrepresentation. From the in- 
surance standpoint, in its relation to 
twisting, a half truth, or failure to state 
the whole truth, in the comparison of 
the respective merits of policy terms is 
more insidious and dangerous than tell- 
ing a deliberate lie. 


Language in Laws Vague 


“In examining the laws of different 
states, it will be found that the language 
used does not disclose the real evil they 
are designed to correct; though we, who 
are interested, know that ‘twisting’ is 
an act perpetrated by the acquisitive 
agent who is attempting to pluck com- 
missions from two premiums where one 
legitimate premium alone should grow. 

‘There is a time when a limited pay- 
ment policy is selected which is of es- 
pecial value to the policyholder. There 
is reason in and a “demand for annuity 
contracts. A life insurance salesman 
to the best of his ability fixes the num- 
ber of payments on a limited pay policy 
to meet the capabilities of the assured 
and an ordinary life is so common as to 
need no introduction. . However, these 
various plans of insurance were the re- 
sult of demand for this particular serv- 
ice and the companies who meet the de- 
mands have given time and much ef- 
fort in perfecting these plans with the 
anticipation that, when an especial pro- 
gram was adopted, the policyholder 
would carry it to its logical conclusion. 

“The rate and premium are based, 
rightfully, on the assumption that the 
particular policy would be carried for 
the full premium paying period. If the 
particular plan is broken into by outside 
companies’ representatives, it goes with- 
out saying that there is a definite loss 
to the company by lapse of the policy, 
a loss to the assured through benefits 
that were to accrue, and a loss to the 
general agent under his contract. 

“The conclusion at which I have ar- 
rived is that ‘twisting’ is analogous to 
misrepresentation and, with few excep- 
tions, it was the intent that all state 
laws naming misrepresentation apply to 
‘twisting.’ 

“That there is loss to the policyholder 
is self-evident since there is an addi- 
tional commission involved. That there 
is a loss to the companies through 
lapse is conceded; and it is proper to 
add that there is a very grave loss to 
insurance interest as a whole. The 
‘twister,’ even though he fail to close 
with his prospect, oft-times influences 
lim ina demoralizing sense for, whether 
or not the ‘twister’ Succeeds in making 
the ‘squeeze’ in his unethical attempt, 
he so prejudices the policyholder against 
integrity of agents and so weakens 
his confidence in the stability of insur- 
companies generally that, in too 
many cases, the policyholder allows his 
policy to lapse and closes his mind to 
future protection with any company. 

“At first thought, that great cure-all 
i the American people, ‘make a compre- 


the 


nee 





hensive law,’ is suggested as a cure. 
There is no doubt that in the case of 
most of us the law of our jurisdiction 


does not directly apply in many cases 
and many of the laws in effect are so 
adroitly worded and couched in such | 


technical phraseology as to lead one to 
believe that the framers of them made a 
studied effort to evade any real issue 
and confuse and confound the meaning 
and intent while appearing to design a 
remedy or cure. Having compared the 
several laws, we believe a statute deal- 
ing with misrepresentation could be 
made inclusive of ‘twisting’ by the fol- 
lowing: 

‘No (life) insurance company, or of- 
ficer or agent thereof, shall make or is- 
sue, or cause to be made or issued, any 
written or oral statements regarding, or 
misrepresent or make incomplete com- 
parisons of, the terms or conditions or 
benefits contained in any policy or con- 


tract of insurance, legally issued or to 
be issued, upon application, by any in- 
surance company licensed to transact 


business in this state, for the purpose 
of inducing or attempting to induce the 
owner of or applicant for said policy of 
insurance, to lapse, forfeit or surrender, 
or refuse to accept said policy of insur- 
ance, and to take out a policy or con- 
tract of insurance in any other company. 
Penalty—fine or imprisonment, or both, 
and forfeiture of license.’ 


Purpose of Legislation 


“This would obviate the necessity of 
proving misrepresentation in dealing 
with the problem. In any event, legis- 
lation should be resorted to only when 
it is beneficial to the public and equitable 
in every way to those serving the 
public. 

“It is a question commonly and often 
asked: ‘Just how soon after a prospect 
is apparently sold can he be “twisted”? 

“To remain consistent with my defini- 
tion as given, there can be no doubt as 


to the answer. A policy can be twisted | 
only after a consideration has been 
given the company or its agent. This is | 


a positive statement and, while I contend | 
that nothing is properly contracted for | 


until a consideration has been tendered 
and accepted, this is open to criticism.” 

In discussing Commissioner Lee's pa- 
per, R. C. Clark, Vermont commissioner, 
sair a suspicion exists that many who 
decry “twisting” when others practice 
it are not entirely without fault them- 
selves. He said that sometimes “twist- 
ing” is an unethical instead of an il- 
legal practice. 

With reference to abating the 
ing” evil, Commissioner Clark 

“The first remedy lies with the com- 
missioner, who should enforce the law 
without fear or favor when misrepresen- 


“twist- 
said: 


tation is proved. It is hard to prove, 
to be sure. But if there is suspicion 
without ability to prove guilt, warning 
should be issued. And if the commis- 


sioner is satisfied that offenses are 
tinued, license of agent should be re- 
voked on the ground that the agent is 


con- | 


not carrying on business in good faith | 


with the public. 


Company Also Has Duty 


the 
the 


“The second remedy lies with 
company. The blame for much of 
twisting is directly traceable to the 
pressure exerted by companies on the 
agent to increase his production of new 
business. Agents should be impressed 
with the idea that the company will not 
tolerate the stealing of business from 
another company or switching of poli- 
cies in the same company to the detri- 
ment of the interests of the policyholder. 


Applicant should answer on the applica- | 


tion the question ‘Are any negotiations 


with another company for insurance on | 


your life now pending?’ and ‘Is any in- 
surance now in force to be dropped if 
policy is issued under this application?’ 


Agent also should be required to an- 
swer the latter question If applicant 
states he is dropping imsurance on ac 
count of dissatisfaction or a desire to 
change companies, company already on 
the risk should be notified and given 
every chance to induce the party to 


continue his policy.” 











COMPANY 


CHICAGO 


Executive Office: Jacksonville, Illinois 


Life ‘ Health : Accident 











GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 
ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS 


Now available with this Progressive California Company in 
connection with its plan to establish Direct General Agencies 
in Houston, Dallas, and other large cities in that field. Very 
liberal contracts and fine line of policies. Applications now 
being considered from men of successful experience and satis- 
factory records. If interested write or wire. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 

















COMPLETE COVERAGE 
FROM A SINGLE SOURCE 


Life Health Accident 


Life Policies—Disability Policies—Accident 
Policies 

Sub-Standard Standard Super-Standard 

One Company One Correspondent One Contract 

400 Popular Life Forms 7H & Aand Auto Injury Forms Group Protection 

WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michigan, 


Pennsylvania, West Virginia, Texas, Oklahoma, California, Illinois. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 




















You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve nrutual life insurance 
company has been served and built to greatness by mer who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 
The Mutual Life Insurance Co. 
of New York 


3% NASSAU STREET NEW YORK, N. Y. 




















Argument 


—and lose the sale. 


That’s what happens 
nine times out of ten, 
isn't it? So why argue? 
Our salesmen — 


Don’t Argue 


—and I'll tell you why. 
They don't have to— 
because they always use 
our— 


Sales Book 


when talking to their 
prospects — then too 
they have— 


Non-medical 

Monthly Premium 
Juvenile Policies 

Payor Insurance 

Salary Savings 
Participating 

Non- Participating 
Sub-Standard 

Female Insurance 

10. Sales Promotion Dept 
11. Educational Course 

12 Direct Mail Advertising 
13. Salesman's Folio 

14. School for General Agents 


ABRAHAM LINCOLN LIFE 
INSURANCE COMPANY 


(Formerly Mutual Life of Illinois) 


Home Office Springfield, Illinois 
H. B. HILL, President | 
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F. M. FEFFER 
Vice-President & Agency Direct>r 

Abraham Lincoln Life Insurance Co. | 
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AS SEEN FROM NEW YORK 





BABE RUTH'S INSURANCE 


“Do you think we're crazy?” ex- 
claimed Ed Barrows, secretary of the 
New York Yankees, when asked to ver- 
ify the fact reported in the “Honor 
Roll” of big insurance carriers pub- 
lished recently by the “Spectator” that 
the baseball club had insured the life 
of George Herman Ruth, alias The 
Babe, for $5,000,000. “We have insured 
The Babe's life for just $300,000, and 
with it have an accident policy which 
would pay us a certain income if the 
big fellow were laid up by any serious 
accident. If anything happened to The 
Babe, it would be a serious financial 
blow to the club, and for that reason 
insurance is carried on his life. But 
talk of $5,000,000 is the bunk. No base- 
ball player is worth that yet.” It is the 
opinion of some, however, that the 
capitalized value of Babe Ruth’s draw- 
ing power at the gate for many years 
to come (a value that can be fully pro- 
tected by business insurance) is closer 
to $5,000,000 than $300,000. 

S © 


FILM STARS’ INSURANCE 
Instead of $2,000,000 on each of their 
lives as has been reported, Gloria Swan- 
son and John Barrymore are both in- 
sured for $750,000 in favor of the Art 











(levelanders Prefer 
the CLEVELAND 


TH EY, who know 1t best, prefer 
Hotel Cleveland for its excep- 
tional food, its quiet but friendly 
service, its furnishings and at- 
mosphere of a luxurious home. 

Clevelanders who are accus- 
tomed to the best the city affords, 
lunch and dine here every day and 
recommend this hotel to out-of- 
town friends. They consider it— 
as you will—more like a private 
club than a hotel. Yet rates for 
many rooms are as low as $3, and 
a moderate priced Lunch Room 
supplements the main dining 
rooms. 





Hotel Cleveland is on the Public 
be convenient to all parts 
of the city. Every room has pri- 
vate bath and servidor service. 











BY G. F. WILLISON. 





Cinema Corporation, the concern that 
finances their pictures, according to fig- 
ures given out here this week by the 
United Artists’ Corporation, one of the 
largest film distributing agencies. The 
corporation admitted, however, that Miss 
Swanson and Mr. Barrymore may be 
carrying heavy personal insurance in 
addition to the $750,000 protecting their 
financial backers. According to the 
same authority, Joseph M. Schenk Pro- 
ductions is beneficiary of a $1,500,000 
policy on the life of Norma Talmadge 
and another of $1,000,000 on the life of 
her sister Constance. Joseph M. 
Schenk himself, head of the United Ar- 
tists’ company, corrected the report that 
he has $4,250,000 by declaring his in- 
surance totals $4,000,000, of which $1,- 
000,000 is in favor of the Art Cinema 
Corporation, another $1,000,000 in favor 
of the United Artists, and the remain- 
ing $2,000,000 is for personal protection. 
Buster Keaton is insured for $700,000, 
with the Buster Keaton Productions 
Company named as beneficiary. The 
reports that Charlie Chaplin is insured 
for $1,900,000 are frankly doubted by 
his personal representative here, Arthur 
W. Kelly, who declares he has never 
heard of such insurance and is highly 
skeptical about its existence inasmuch 
as Chaplin finances his own productions. 
In regard to the many conflicting re- 
ports of the amounts of insurance being 
carried on film stars, it should be said 
that the exact amounts in force at any 
one time are difficult to discover. Many 
stars are heavily insured under term 
contracts for short periods of time to 
protect the producer or financial backer 
against the certainty of heavy loss if 
the star should die while the picture is 
being made. Once the picture is com- 
pleted, these large term policies usually 
are allowed to lapse. 
i 

EQUITABLE’S BIG FORECLOSURE 


The Equitable Life of New York, ac- 
cording to information obtained this 
week, has filed suit in the supreme court 
to foreclose a $1,400,000 mortgage on 
property here at the corner of Broad- 
way and 76th street. Originally the 
property of Louis T. Romaine, it was 
turned over in 1924 to the Manorie 
Realty Corporation, a concern organ- 
ized by the individual members of his 
family inheriting the property, who in 
turn leased it to the 76th Street and 
Broadway Corporation. When the lat- 
ter corporation desired to improve the 
property, a mortgage was placed on it 
for the construction of a 15-story apart- 
ment building by the New York Title 
& Mortgage Company, from which the 
Equitable acquired the $1,400,000 mort- 
gage by assignment in December, 1924. 
The foreclosure complaint alleges that 
the mortgagor failed to pay interest of 
over $40,000 due Nov. 1 last and also 
failed to pay an instalment of principal 
amounting to $21,000 

* *e + 
NEW INSURANCE COLRSE 


During the fall term beginning Oct 
3}, the life insurance training course of 
New York University will offer a two- 
hour course each week on business in- 
surance in addition to regular instruc- 
tion in policy contracts, selling methods, 
ete., according to Vincent B. Coffin, di- 
rector of the school, who will be as- 
sisted in presenting the various courses 
by Ralph G. Engelsman and Leon Gil- 





Springfield, Ilinois 
Dear Sir: 
Will you kindly send me information 
regarding territory in: 
CJ) ILLINOIS 
C)INDIANA 
CI}IOWA 
[) MICHIGAN 
[} MISSOURI 








J. C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 





Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


STANDARD ORDINARY AND INDUSTRIAL POLICIES 
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DR. EDWARD NOVAK, Medical Director 
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bert Simon. Enrollment blanks for the 
fall term have been sent out, and must 
be completed and forwarded to Secre- 
tary F. P. McKenzie of the New York 
Life Underwriters Association at 149 
Broadway not later than Sept. 30. The 
enrollment application fee is $25. Dur- 
ing the term the days and hours of study 
will be Monday, Wednesday and Thurs- 
day, with day classes running from 
1:20 to 6:10 p. m. and night classes 
from 4:00 to 9:30 p. m., with recesses 
for meals. Statistics for the nine months 
the courses were in progress last year 
show that three classes made up of a 
total of 176 students produced over $11,- 
000,000 of new business, each call made 
by students averaging $8.23 and each 
interview realizing an average of $18.17 
in commissions. 
ke * 
MYRICK PRESENTS DAVIS CUP 
As chairman of the American Davis 


Cup Committee, the last American for 
at least another vear to hold that fa- 


mous world’s championship _ tennis 
trophy in his hands was Julian S. 
Myrick, general agent here of the 
Mutual Life of New York, who pre- 


sented it at an impressive ceremony 
here last week to Captain Gillou of the 
victorious French team after congratulat- 
ing the French and expressing the hope 
that the United States may be fortunate 
enough to reach the challenge round and 
meet Lacoste, Cochet and other aces at 
Paris a year hence. Mr. Myrick was 
also a speaker, along with Secretary of 
War Dwight Davis, donor of the cup 
in 1900, at a dinner given aboard the 
liner La France by the French team in 
honor of the American squad and of- 
ficials. 


National Life Men on Coast 


Fred A. Howland, president of the 
National Life of Vermont, accompanied 
by L. F. Brigham, superintendent of 
agencies: Charles W. Gammons, a di- 
rector of the company; E. B. Hamlin of 
Cleveland, state agent for Ohio and 
Indiana, and James A. Wellman, gen- 
eral agent from Manchester, N. H., 
“ent several days in Seattle and other 
points in the Pacific Northwest follow- 
ing the company's $100,000 Club con- 
vention, held at Banff in the Canadian 
Rockies. 





Day Writes Keyncte Message 


Darby A. Day, Chicago general agent 
of the Union Central Life, wrote the 
keynote message for the agents of the 
company to inspire them to increased 
efforts during October, which is policy 


holders’ month with the company. In 
the message Mr. Day said: 
“It has been authoritatively stated 


that 3 to 4 percent of the income of the 
American people is laid out in premiums 
for life insurance, whereas 85 to 90 
percent of the tangible estates consist 
of life insurance returns. In short, the 
modern business man leaves but little 
liquid estate or ready cash other than 
his life insurance.” 


Had $1,000,000 Policy 


A $1,000,000 policy was in force and 
will be paid on the life of Benjamin T 
Harris of Stamford, Conn.. president 
and treasurer of the B. T. Harris Cor 
poration, who was accidentally drowned 
while fishing in Tonetta Lake last week. 
The policy, which was partly on a term 
and partly on an ordinary basis, did 
not carry double indemnity. The #1. 
000,000, it is stated, is pavable to the 
American Trust Company of New York 
for the benefit of the bondholders of 
the Harris Corporation, builders and 
realtors, who have been in the business 
for 26 vears. While no official state- 
ment could be obtained, Mr.- Harris 1s 
also said to have carried approximate) 
$100,000 of personal insurance. 


McKim With United Benefit 


Edward McKim, former western rep- 
resentative for the “Insurance Field,’ 
has been appointed assistant agency di- 
rector for the United Benefit Lite of 
Omaha. 
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Efficiency in Securing Prospects Is 
Important Item in Determining Success 
of Agent in His Chosen Profession 


Charles P. Hockstadter of the Cincin- | 
nati Pacific Mutual agency, gave some | 
valuable pointers on efficiency in secur- 
ing prospects at the recent sales clinic | 
and seminar of the Joseph M. Gantz 
agency of the Pacific Mutual in Cincin- 
nati. Some of Mr. Hockstadter’s sug- 
gestions were as follows: 

“There are about 25 different sources | 
for prospects’ names. We are concerned | 
with the most direct manner of getting 
these names. Few of us realize there 
are so many different sources. In the 
first place we have club lists. We are 
looking for successful ‘business men. 
These are usually members of organiza- 
tions and clubs. In each town there is 
a city directory. In the back of the 
directory you have an arranged list of 
your residential and business sections 
and who live in these places. In using 
the directory, take the names of the bet- 
ter residential sections of the city. You 
get the names of people who live there 
and then refer back to the other end of 
the directory for the occupation. The 
next is the newspapers. Most general 
agents say that is not such a good thing 
to follow. Most competitors, as soon as 
they see a man has had a promotion will 
go and call upon him. It is weil to call 
on many names from newspapers from 
time to time. You also will read an 
article as to a prominent man in the city, 
concerning his death after a long illness 
or where such and such a man is now in 
Florida recovering. There is an excel- | 
lent opening. 


Get Other Names After 
Writing One Prospect 


“We have neighbors of policyholders. 
Notice the names of the prosperous busi- | 
ness firms in a definite neighborhood, 
prospects or executives in the same line 
of business as your policyholders. It is 
a psychological fact that if you tell a 
certain man in a particular line that his 
competitor claims that he is in posses- 
sion of a certain thing, that man will in 
consequence want to get that thing too. 
He does not want his competitor to beat 
him. Take the names of corporation ex- 
ecutives, public officials, references on 
applications. We have found that it is 
a mistake merely to fill in these refer- 
ences without explaining to your client 
then and there that you intend to 
solicit these men for insurance. After 
securing the application, a policyholder 
never objects to giving you the names of 
friends or relatives and often will direct 
you to associates in his organization. I 
have picked up quite a few policies 
where I have asked the policyholder for 
the name of his secretary. Is the policy- 
holder a director in other organizations? 
Get your policyholders to talk to the di- 
rectors or lawyers. 


Keep in Touch With 
Policyholders for Names 


“Keep in touch with the policyholder 
from time to time for names and com- | 
pliment him on the success you have had 
on the names he has already given you. | 
Make him feel the philanthropic result. | 
Give attention to public committees on 
which your policyholders serve, social | 








| fice off in the corner, I say, 


| day. 
| If a man is trying to sell you something, 


functions which they attend, policyhold- 
ers’ children, under-studies, declined ap- 
plications. Spot executives in large or- 
ganizations when you are talking to your 
prospect. Quite often when in the office 
of another corporation, when I see a 
prosperous looking gentleman in an of- 
‘Is that Mr. 
So and So?’ ‘No that is Mr. Smith.’ 
In that way I have found out the man’s 
name and by other leading questions I 
find out something about the man. I 
have known of cases where by knowing 
my competitor by sight, when I am in 
the office of a big organization and see 
him talking to a certain man, I am able 
to get business later. I don’t get out of 
there without finding out who the man 
is he is talking to. I got an application 
on that last week. There is the tele- 
phone book. If a man can afford to pay 


| go. 


for a single party line telephone, he can | 


buy life insurance. Last of all, there is 


the city directory. 


Select Appropriate Time 
to Visit Prospects 


“Now that we have the source of sup- 
ply and the raw materials, the next ques- 
tion is under what circumstances is it 
best to see these prospects? If you are 
going to call on a salesman about 10:30, 
you will find him out, if he is a success- 
ful salesman. Another call will be 
necessary. If you are going to call upon 


| prospect. 


| tion, 


an executive at 9 o'clock, he is opening | 
his mail and planning his work for the | 


You will have to call back there. 


if he were the right type, he would know 
that no insurance men are in the office 
after 8:30. 

“We leave the office at 8:30 and have 


one hour to see salesmen, district man- | 


agers and dentists. In seeing dentists 
get your appointment ahead of time. If 
it is a cold matter, see his secretary 
ahead of time and see when his first ap- 
pointment is. From 9:30 to 10, we see 
retail store employes and proprietors of 
small shops. From 10 to 11:30, execu- 
tives. This is a better time than any 
other to see them. 
p. m., salesmen, district managers, dent- 
ists and bank employes. From two to 
four certain types of executives, attor- 
neys, physicians immediately after office 
hours if they are over at three o'clock. 
Four to five, dentists, physicians, sales- 
men, district managers, and real estate 
men. I have only mentioned about eight 
different lines of business but the head- 
ings will cover any line. After five, your 
office work and personal planning. Sat- 
urday is the best time to see traveling 
salesmen. 


Correct Records Essential 
to Agent’s Success 


“The success of your product depends 
upon the correctness of your records. 
Unfortunately, we have to keep records. 
After all, records show our past experi- 
ence. By taking past experience into 
consideration and planning tomorrow’s 
work, we are bound to be successful. If 
we will take a note, we will see that rec- 


| ords in the big organizations are housed 
One can- | 


in the executive department. 


From 11:30 to 2/| 


not get along without the other. The 
time cost element enters here. The next 
question is when is the best time to keep 
these records. We have several sets of 
records in the insurance business. There 
are the current or working files, the age 
change files, the renewal files, the alpha- 
betical files and the first year business 
record book. In our organization we 
keep these five files or records separate 
The prospect card is the master key. It 
should, therefore, be kept correctly and 
as efficiently as possible. 


Keep Full Information 
With Regard to Clients 


“Record the man’s name, his business 
address, his residential address, both 
phone numbers. Another reason why 
you keep all this information is that in 


the future you are going back to sell | 


him some other insurance, and he will 
be impressed that you can come back 
with the application nearly completed 
and do not need to bother him needlessly 
again. Check the card so that you will 
know where his premium notices are to 
Put his occupation down, the name 
of his organization, the source of your 
If you got it from a resi- 
dential section, put it down. When you 
sell him, you may go back to that sec- 
tion and write his neighbor. Note his 
date of birth, his age change, the place 
where he was born, his wife's name, chil- 
dren’s names, the type and plan of insur- 
ance proposed. On getting the applica- 
show what he applied for. If a 
note was taken, indicate the time it was 
torun. Note the name of the examining 
doctor, every time you call upon him, 
what the time cost of canvassing was, 
full information about his life insurance. 
In addition to that, on the back of the 
card, you will put down his hobby, and 
fill in what information you entered on 
the back of the application. 


Keeps Five Files to 
Cover All Contingencies 


“We have five files. The first is the 
working file. Have one set of months 
from January to December and several 
sets of days from one to 31. You call 
on a man today; he says he will see you 
next Tuesday. File his card for next 
Tuesday. You have your age change file 
so that if you cannot sell the man at a 
certain time you can file it when his age 
changes. He may be no good now, but 
lots of times something occurs in a year 
which may bring him around. When 
you are working on a man from your 
age change file, file his card then in the 
current file. Next is the alphabetical file 
Every man’s name should be filed alpha- 
betically with the date of birth. This 
will work in with your age change file. 
Next is the renewal file. File in the 
month in which the premium is due. If 
it is on the quarterly basis and due in 
January, it is to be checked off and then 
stepped up three months later. 

“As to the first year book, no man’s 
name is entered into that book until the 
policy is back from the home office and 
delivered. That book constitutes a defi- 
nite record of first year business and it 


has in it what commissions are, the date | 


of the application and medical report. If 
you will refer back to the last time you 
wrote him you can save yourself a lot of 
time. It should show the number of the 
policy, the amount, the beneficiary, the 
kind of policy, the way it is paid, and. a | 
record of your notes. When you have |! 








that, you have a complete record and it 
does not require a great deal of time. 


Little Time Is Needed 
for Keeping of Records 


“The amount of time it takes to keep 
records is less than ten minutes a day. 
Chere is only one time to keep them, 


after you get into your office at 5 o'clock. 


File your prospect and re-call. Rear- 
range or arrange your prospects for to- 
morrow or next week. There are enough 
business concerns in the business sec- 
tions to keep a man in one place for a 
day without jumping around. In the 
evening's work after five o'clock, enter 
all policies received from the home office 
and work on the digest and securing of 
more prospect's names for the next day. 
I always have a good many re-calls for 
the next day. I have never left the of- 
fice without a reserve of 200 surplus cold 
names. If I use ten of those names dur- 
ing that day, before I go home that 
night, I am going to add to that list. 


Should Realize Importance 
of Putting in Hard Work 


“Sometimes this work will take longer 
than others. Suppose it does, You are 
the gainer. Most of us in the insurance 
business fail to realize the significance 
of working hard. That is not brought 
about by ignorance, nor by trying to 
shirk, but because most of us have been 
in some other line of endeavor whereby 
each man had some certain thing to do. 
If I displayed unusual efficiency, I fur- 
thered the advancement of someone else 
in the business. In the insurance busi- 
ness you are the executive, president, 
treasurer, and the whole thing. You are 
the corporation itself. 

“There is another thing that may be 
used to save time and that is the tele- 
phone. It can be used in the arranging 
of appointments under the condition that 
you have an understanding with your 
prospects that you will not discuss in- 
surance over the phone,” 





UNRETURNED PRINCIPAL 
ANNUITY FOR OLDER MEN 


A new light was thrown on the matter 
of annuity yields and the question of 
unreturned principals by Robert B. 
Rodgers of the St. Louis agency of the 
Connecticut Mutual Life. “I suggested 
an annuity without return of principal 
to a gentleman at age 73; $10,000 would 
purchase an income of $1,044.10 annu- 
ally. He already had $40,000 in annuity 
of the same kind and is making this 
kind of investment on the following 
facts: $10,000 invested in a bond of 
sufficient security to be compared with 
annuity from a standpoint of safety 
would yield not over $500. His annuity 
yield of $1,445.10 looked upon in the 
same light represents a profit annually of 
$945.10. This profit if accumulated year 
after year would in the course of ap- 
proximately 10 years, be equivalent to 
the principal sum of $10,000. The thing 
about annuity is that the prospect can 
spend the full annuity yield every year 
and still be guaranteed a life income 
even though over $900 of his income, if 
coming from any other investment, 
would represent principal. Feeling that 
his principal was really being returned 
to him in installments, it made the pros- 
| pect in question a firm believer in the 
| annuity plan. 
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PERMANENT DISABILITY 

CLAIMS ARE REVIEWED 

(CONTINUED FROM PAGE 15) 

pens that good results can be obtained 
by discontinuing benefits and then ne- 
gotiating with the individual into whose 
hands the claimant will very often place 
his case. Most of them will have so 
far recovered as to be able to do some- 
thing of a constructive nature. In the 
nrajority of cases this will be in the line 
of their former occupation but in some 
instances it will not. Both, however, 
are very generally remunerative. To 
what extent should the company that 
has been allowing disability benefits con- 
tinue to grant them to a claimant who 
has recovered this far? 


Courts Liberal in 
Their Interpretation 


The courts in many states have been 
exceedingly liberal in their leaning to- 
ward the policyholder in defining total 
disability. Illustrative of this is the case 
of Carson vs. N. Y. Life, decided by 
the supreme court of Minnesota in 1925, 
203 N. W. Rep. 209. Policy covered 
total disability preventing the insured 
from “engaging in any occupation what- 
ever for remuneration or profit.” The 
insured was a farmer and telephone re- 
pair man and received an injury to his 
back resulting in curvature of the spine, 
depression of one shoulder and a pe- 
culiar dragging of one foot. According 
to the opinion of the supreme court 
there was no evidence that insured was 
capable, or ever would be capable, of 
sustained hard work, but there was some 
testimony to the effect that the insured 
could engage in an occupation where 
the work could be done while sitting 
down. The insured received a verdict 
in the lower court which was affirmed 
by the supreme court. 


Court’s Construction 
of Policy Provision 


As to the meaning of the policy pro- 
vision, the court said: 

“The intention was to provide an in- 
come as a substitute, in a measure, for 
the earnings in an occupation he was 
capable of filling, but which the dis- 
ability prevents him from engaging in. 
* * ** Tt must mean any occupation 
similar to that in which he had ordi- 
narily been engaged, or for which he 
may be capable of fitting himself within 
a reasonable time. If the disability 
prevents the insured from performing 
the essential parts of such an occupa- 
tion with substantial continuity, it 
should entitle to the income payment 
promised.” 

This court’s interpretation of the law 
as applied to what is meant by “any” 
occupation illustrates the broad view 


that is taken in favor of the insured and 
presents the great danger of confusing 





‘ ” 


the term “any 
occupation. 


No General Rule That 
Can Be Laid Down 


There is no general rule that can be 
laid down either with regard to the 
number of hours per day that a man 
may spend in his office, or the character 
of work he may perform, or the extent 
of his income upon a resumption of 
work. Each case must be considered in 
the light of all the circumstances, and 
unless there is a moral certainty in the 
mind of the claim examiner that the in- 
sured is wilfully imposing upon the 
company, a non- technical interpretation 
of the policy terms is earnestly ad- 
vocated. 

To summarize briefly, the claim as- 
pects of “total permanent disability” are 
thoroughness in securing information, 
with emphasis on specialized medical 
opinion; close contact with the policy- 
holder during the course of his dis- 
ability; a reasonably liberal interpreta- 
tion of the policy terms; and direct 
negotiation with the claimant to secure 
his confidence in the company’s interest 
in him, to thereby gain his cooperation 
in the company’s efforts to bring about 
his recovery, which means to us the 
termination of his claim, and to him his 
restoration to a useful life. 


occupation with “his” 


ELABORATE ENTERTAINMENT 
FOR VISITORS AT MEMPHIS 


MEMPHIS, TENN., Sept. 29.—An 
elaborate program of entertainment has 
been prepared by Memphis underwrit- 
ers for the hundreds of insurance men 
expected here for the meeting of the 
National Association of Life Under- 
writers, Oct. 11-14. These features will 
be aside from the regular business pro- 
gram which will be held in the munici- 
pal auditorium, and will take the dele- 
gates to all parts of the city on various 
occasions. Especially is the program for 
the ladies of high and varied order. 

Under direction of Mrs. Bolling Sib- 
ley, chairman of ladies’ entertainment, 
and Mrs. Edward J. McCormack, 
hostess, the visiting ladies will be guests 
Wednesday afternoon, Oct. 12, at a 
matinee box party. On Wednesday 
night, the full convention, ladies and all, 
will be at the annual ball at Hotel Pea- 
body. On Thursday, Oct. 13, a barbecue 
and informal dance for men and women 
will be conducted at the Colonial Coun- 
try Club, 15 miles out of the city, at 
which the south’s best and most old- 
fashioned “barbecuer” will be on hand 
to prepare the feast. 

On Friday, Oct. 14, the last day of 
the convention, the ladies will visit the 
beautiful home of the Nineteenth Cen- 
tury Club, and, if the weather permits, 
they may take a plunge in the private 
swimming pool there, which is indoors. 
A special musical program and refresh- 
ments await the ladies at this function. 

For the men, in addition to the afore- 
said joint functions, a golf tournament 
at the Colonial Country Club is sched- 
uled, with valuable prizes. 

The Memphis association has ar- 
ranged with Station WMC to broadcast 
the night of Oct. 14 from 7 to 8 p. m. 
(central standard time), wave length 
516.9, a resume of the entertainment 
program for that evening. Among the 
features of the concert will be the Clef 
Club quartet, Memphis life underwrit- 
ers orchestra and the Metropolitan 
church choir in Negro spirituals. 





Berry Made Field Supervisor 


The Sentinel Life has appointed 
George R. Berry, of Kansas City, Kans., 
field supervisor for the company. Mr. 
Berry was formerly with the United 
States revenue collector’s office, in 
charge of that part of the work which 
has to do with auditing the federal 
taxes of the insurance companies. Mr, 
Berry was at one time in the insurance 
business and has had considerable su- 
pervisory experience, as well as experi: 
ence in salesmanship. 





Chinese Militarists 
May Execute Debtor 


for Insurance Money 


ARTLY as a consequence of the 

current upheaval in China and partly 
of lax financing methods, the Union 
Trading Company, a Chinese concern, 
recently failed, with liabilities of ap- 
proximately $9,400,000. One of the 
creditors, not the largest, is the Chung 
Yuen Industrial Bank. Certain Chinese 
militarists interested in the bank caused 
the arrest of Henan Chi, general man- 
ager of the trading company. The mili- 
tarists, on learning that Henan Chi has 
his life insured in certain foreign com- 
panies for 125,000 taels (about $93,000), 
conceived the idea of executing him to 
obtain the insurance money. 

American and European courts have 
held that a life company is not liable 
“for the death of the insured in conse- 
quence of the known violation of any 
law or at the hands of justice.” Henan 
Chi’s guilt, if any, would at most result 
in his being imprisoned for from a year 
to 10 years. His death at the hands of 
his captors would, therefore, be mur- 
der, and would not have been met “in 
consequence of the known violation of 
any law or at the hands of justice,” and 
it is expected the executioners will so 
argue if he be killed. 

However, the matter is one of con- 
siderable concern to insurers, and has 
greatly agitated the Americans and 
Europeans in China. 


Admitted to Washington 
The Great Northern Life has been 
admitted to Washington. Frank E. 
Jones of Yakima is state manager for 
the life and accident department. He 
has had much success in the insurance 
business in the state. 


Will Meet in Detroit 
The Abraham Lincoln Life has de- 
cided to hold the 1928 meeting of the 
Rail Splitter Club, its agency organiza- 
tion, in Detroit. No definite date has 
as yet been set. 


Keffer Wins Golf Honors 


R. H. Keffer, recently appointed Aetna 
Life general agent in New York, is 
proudly sporting a new Dunhill briquet, 
aias a cigar lighter or what have you, 
which was bestowed upon him for prow- 
ess demonstrated on the links at Bilt- 
more, N. C., where he defeated all com- 
ers up to the nineteenth hole in the 
tournament staged during the fourth 
annual agency conference of the com- 


pany. 
Western & Southern Appointments 


W. S. Wenzel and C. H. Folz, for- 
merly of the old Public Savings Life of 
Indianapolis, have been appointed as- 
sistant secretary and assistant actuary 
ey of the Western & Southern 

ife. 


Dr. Mars Is Medical Director 

Dr. Hartley F. Mars has been appointed 
medical director of the Washington- 
Fidelity National of Chicago. He gradu- 
ated from Northwestern University, 
received his medical degree from the Uni- 
versity of Illinois. He served as interne 
in the University Hospital at Chicago. 
He is now on the surgical staff of St 
Francis Hospital, Evanston, Il. 





Wanted 


Position as Field Supervisor with 
direct Home Office connection. Have 
successful record, both as a personal 
producer and Supervisor. 


Now employed. Ample reasons for 
change. 

Will also consider 
ager’s position. 


Write C-5, care The National Un- 
derwriter. 


Agency Man- 
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Home Office 


idland Lite 


Insurance Company 


Kansas City, Missouri 


If you are qualified, make your- 
self known at once to the Midland 
Life, a solid, progressive company 
with $33,000,000 insurance in force 
—a company that meets competi- 
tion in all standard forms of policies 
and actually cooperates with its 
field forces. 

There are choice openings in 
Denver, Sedalia, St. Joseph, Wich- 
ita, Salina, Dallas, San Antonio and 
elsewhere. 

Take the first step toward a big- 
ger future today. Address your let- 
ter to the undersigned personally. 


Daniel Boone, President 


There are men selling life insur- 
ance today whose present opportu- 
nities are limited but who have real 
futures. They are experienced, 
write a good volume of business 
and can handle men. But they must 
have a better deal before they reach 
full earning capacity. 


Many deserve to be and should 
succeed as general agents or district 
managers, especially in productive 
fields, representing a sound, grow- 
ing company. 
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ALL OK 16 OUR FELD 
Willmer L. Moore, President | 








THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 











HE Southern States Life, organ- 

ized in 1906, has an enviable 
record—21 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
Le proposition. = 






































What Every 
Insurance Man Knows! 


The purpose ofall insurance is to protect 
surplus earnings. 


Life and Accident insurance protects future 
surplus earnings. 


Property insurance—fire, liability, etc., pro- 





tects past surplus earnings—accumulated 
wealth. 
The well-informed agent can give service on 
all lines. 


The well-managed organization can under- 
write all lines. 

The Continental agent and the Continental 
organization are multiple-line in principle 
and practice. 





Continental Casualty Co. 


The Continental Assurance Co. 
H. G. B. ALEXANDER, President 


CHICAGO, ILLINOIS 


























— 





President 





Do you know what the Pilot 
Line-Up contains ? 








THE PILOT | 
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We want general agents. 
Name your territory— 
there may be an opening. 


PILOT LIFE 


INSURANCE COMPANY 
Greensboro, N. C. | 


T. D. BLAIR 
Agency Mgr. 





A. W. McALISTER 
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SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-seven years. 
It is one of the strongest and safest financial organizations in the world. 


Its assets are safely and profitably invested, and its large surplus guarantees its 
stability regardless of the conditions of the financial world, protecting policyholders 
against every conceivable contingency. 


It has in force 1,387,122 policies aggregating $5,067,965,337 of insurance. 


It paid policyholders and beneficiaries $111,814,863 in 1926. Its total payments 
to policyholders and beneficiaries since organization total $1,997,663,398, and it still 
holds $869,604,876 in assets to protect policy and other obligations. 


The amount thus paid to members and beneficiaries, added to what it now has 
on hand, exceeds the total amount paid in by policyholders since its organization by 
$215,760,323. 


Its dividends or refunds paid to policyholders in 1926 were $37,197,095. 


It was obliged to decline 19,131 applications during 1926 chiefly because of the 
impaired health of the applicants. 


In 1926 it paid death claims on 14,029 policies; of these 13,571 were domestic, and 
13,299, or 98 per cent, were paid within one day after receipt of due proof of death. 


It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as promptly 
as a bank draft. 


It was the first company to insure large numbers of employees in a body on the 
group insurance plan with scientific medical inspection substituted for personal medical 
examination. 


It has instituted free health examinations and chemical kidney tests for policy- 
holders at one-year intervals. 








THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 


W. A. DAY, President 
393 Seventh Avenue New York, N. Y. 

















